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BANKING’S STORY: It’s making the rounds in Georgia (See page 40) 


B This Month: 
: UPGRADING BANK SALESMANSHIP by A. Gordon Bradt 


PREPARATION FOR EMERGENCY OPERATIONS by Lester Mason 
A BANK’S KEY ROLE IN IMPROVED FARMING by J. A. Rohwer 
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Getting more distance from your checks 


THEY SAY newclubs can add “extra yards” 
to a man’s drive. The check that pays for 
them can get your bank “extra yards” in 
public relations when that check is printed 
on Hammermill Safety. Here’s why. 


When your checks are on Hammermill 
Safety, the best-known name in paper 1s 
there to follow-through and remind your 
customers that even this detail of banking 
service gets your thoughtful attention. 
In addition to helping maintain prestige, 
Hammermill Safety protects your funds. 
Its specially sensitized surface reveals the 
slightest attempt at alteration. 


And Hammermill Safety now contains 
Neutracel® pulp—from the new and ex- 
clusive Hammermill process that unlocks 
the special fiber qualities nature grows in 
northern hardwoods. Blended with other 
quality pulps, Neutracel gives Hammermill 
Safety a smoother, more uniform writing 
and printing surface. Today’s Hammermill 
Safety is stronger, too—withstands repeated 
handling. 

Have your next checks printed on 
Hammermill Safety. Ask your bank 
stationer or check printer to show you 
samples. It costs no more than other 


_ safety papers. 


The exclusive Hammermill Chainline design, illustrated, comes in 7 colors— amber, green, 
buff, blue. pink, gold, gray. Straightline and Crossline designs are also available. 
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Safety Paper Divisic 
HAMMERMIL 


PAPER COMPA 
ERIE. PENNSYLVAN 
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Tie-Taec-Dough Deposited 


Sirs: You might be interested in our 
latest newspaper advertisement as an 
example of what we feel is good bank 
public relations. 

The ad pays compliment to Captain 
Michael K. O’Rourke, an R.O.T.C. in- 
structor at Western Michigan University 


¢ 
Lrecdeabdetinl Congralliledées/ 
Capt. Michael K. O'Rourke, 
winner of $108,500 on the 


NBC-TY Network Program 
“Ti-TAS-DOUGH" 








Captain Michael (’Roarke, «ho ran up 











Industrial State Bank 


OF KALAMAZOO 














in Kalamazoo, Michigan, who recently 
won $108,500 on a nationally televised 
quiz program. He deposited these win- 
nings at our College-Westside office, 
prompting our use of the advertisement. 
C. H. Row.eEy, Assistant Cashier 
Industrial State Bank 
Kalamazoo, Michigan 
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Hare Raising Tale 


Sirs: An Easter window display at our 
bank turned out to be a crowd pleaser 
and an excellent advertisement for our 
junior savings department. We placed 
15 rabbits in one of our windows and 
tied them into our overall savings pro- 
gram with the message “dollars multiply, 
too, by saving.” 

We had anticipated some interest in 
the display and had offered to give the 
rabbits to the first 15 youngsters deposit- 
ing $3 or more in savings accounts on 
Easter Monday. Imagine our delight 
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that morning when we saw a lineup at 
the door prior to our regular opening of 
the bank at 9:00 a.m. Our only regret 
is that the reproductive powers of the 
rabbits didn’t help us in meeting the 
eager hopes of junior depositors who 
came in after the rabbits had disap- 
peared. 


CHARLES HOLLIs, JR., Vice-President, 
First National Bank, 
Seaford, Delaware 
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European Common Market 


Sirs: The creation January 1, 1958, of 
the European Economic Community 
(EEC), also called European Common 
Market, has brought about new prob- 
lems for American companies doing 
business with the six EEC countries. At 
the same time, EEC offers new oppor- 
tunities for companies interested in ob- 
taining a portion, or a larger share, of 
this important market of 160 million con- 
sumers. 

Realizing the importance of the crea- 
tion of EEC, which is definitely a turning 
point in the economic history of Europe, 
Banque de Bruxelles has prepared espe- 
cially for American businessmen a study 
on “The European Economic Community 
and Its Implications for American Busi- 
ness.” Further, Banque de Bruxelles has 
organized at its headquarters in Brus- 
sels a new division for the purpose of 
assisting foreign companies in obtaining 
information on EEC. 

JACQUES VAN AUBEL, 

Representative, 

North and Central America, 

Banque de Bruxelles, 

387 Wall Street, 

New York 5, New York. 
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Banks Pitch In 


Sirs: We’re doing our part to give the 
economy a boost by showing new “Buy It 
Now” cards and tags and making them 
available to retail stores. 

Directed at the man in the street, the 
posters and tags invite prospective pur- 
chasers to use our new “pay-easy” financ- 
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ing plan. This reminder may be all that’s 
needed to spark sales in many cases, 
E. E. Busse, Chairman 
Continental Bank 
Cleveland, Ohio 
© 


Sirs: In an effort to help area auto- 
mobile dealers in their upcoming “You 
Auto Buy Now” campaign, we ran quar- 
ter-page newspaper ads headlined “Aw 
Gwan! Buy That New Car.” 

The ad stated, “If under usual condi- 
tions you would buy a new car now, go 
and do it.” It also answered possible 
objections based on the current economic 
situation. 

Automobile dealers, who are displaying 
the ads in their sales rooms, have been 
very appreciative of our “effort to re- 
create more positive thinking among the 
people generally.” 

PUBLIC RELATIONS DEPARTMENT 
Bank of St. Louis 
St. Louis, Missouri 
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Replacing Search Antenna Horn on Top of GCA Mobile Unit 


The PERCEPTION of correspondent banking 


By scientific aids such as radar, man has enormously extended his 
capacity to see what’s ahead. By augmenting their own facilities with 
those of correspondents, banks too, enhance their perception and are 
better equipped to gather facts and interpret them. 


The correspondent relationship, however, should never be permitted 
to become mechanical. At Chase Manhattan it has always been based 
on the closest person-to-person teamwork between banks. 


Why don’t you talk to the people at Chase Manhattan? 
THE 


CHASE MANHATTAN BANK 


CHARTERED 1799 
HEAD OFFICE: 18 Pine Street, New York 15 


Member Federal Deposit Insurance Corporation 


CHC EHE EH ETESESEEEHESESEEESESESESEEEEE 


Service to Correspondents 


Analyses of investment portfolios 
Around-the-clock mail pick-up 
Quick collection of items 
Dealers in State and Municipal Bonds 
Execution of security orders 
Credit information + Full foreign services 
Safekeeping of securities 
Many personal services 
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TRENDS IN FINANCE 








Instalment Loans As 
Credit Mainstay 


The current recession, now moving 
into its ninth month of contraction, is 
causing many lenders to reappraise the 
volume of funds which can profitably 
be utilized to meet loan demand in com- 
ing months. One of the principal ques- 
tion marks has arisen in the area of 
consumer instalment loans, a mainstay 
of credit demand in the past twelve 
years. How much new credit will be 
needed by purchasers of automobiles and 
household durables, how high will repay- 
ments run, and, most important, what 
will be the course of outstanding instal- 
ment credit? These are questions which 
must be answered in order to plan the 
allocation of available loan funds among 
alternative uses. 

Currently, total instalment credit out- 
standing amounts to some $33% billion, 
an increase of more than _ twelve-fold 
since 1945. A major portion of this repre- 
sents credit employed in connection with 
durable goods purchases with automo- 
biles, of course, being preeminent in 
terms of dollar volume. More than 40 
per cent of instalment loans outstanding 
at the close of 1957 were used to 
finance automobiles, and most of the 
remainder was devoted to furniture, 
electrical appliances, and home repair 
and modernization financing. Only a 
minor part of instalment credit is used 
to finance nondurables, such as medical 
outlays, debt consolidation, ete. 

Past recession record. The record of 
instalment credit during the two preced- 
ing recessions provides a clue as to what 
may be expected in current circum- 
stances. As indicated by the accompany- 
ing chart, instalment credit presents a 
picture of considerable stability in the 
1948-49 and 1953-54 recession periods. 

The decline of credit extensions in the 
1948-49 period was very mild and brief. 
In only two months, January and Febru- 
ary, 1949, did the volume of outstanding 
loans — as contrasted with extensions — 
fail to rise. Outstandings continued to 
rise well after the turndown appeared 
in general indexes of production. The 
Federal Reserve index of industrial pro- 
duction, for example, began to show 
weakness in September of 1948, four 
months before consumer loans gave evi- 
dence of decline. Even more notable, 
the index of consumer durable produc- 
tion declined throughout the latter 
months of 1948, while instalment credit 
continued its expanding course until 
January, 1949. Furthermore, the credit 
Series resumed growth in March of 1949, 
though output of durables did not rise 
until nearly midyear. 

In the second postwar recession period, 
1953-54, consumer credit volume was 
Similarly well-sustained. The period of 
decline in outstandings was, in fact, 
limited to only three months, January, 
February and March of 1954. During 
the succeeding 5-7 months, instalment 
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Important factor in future allocation of loan funds 


loan volume was either stable or rising 
slightly. By contrast, total industrial 
production and output of durable con- 
sumer goods both recorded declines 
through the last half of 1953 and failed 
to rise significantly in the first half of 
1954. 

Thus during both preceding postwar 
recessions consumer credit displayed 
strong resistance to decline. The actual 
extent of reduction in 1949, without 
seasonal adjustment, was only $41 mil- 
lion, or less than 0.5 per cent; in 1954, 
the decline was larger, $840 million, but 
represented only a modest 1-2 per cent. 

Which way in 1958? In every recession, 
circumstances’ differ. There is no 
“typical” recession any more than there 
is a “typical” period of prosperity. Each 
new recession seems to have unique 
characteristics, and therefore it is neces- 
sary to be cautious in drawing analogies 
with past developments. 

Today we find that the present reces- 
sion has produced a decline of 10 per 
cent in the index of industrial produc- 
tion, roughly the same as in both the 
1948-49 and 1953-54 recessions. Personal 
income has declined by a lesser amount 
than production. According to the most 
recent data, income is off only about 2 
per cent from the all-time peak of $347 
billion last August, and the current level 
is only slightly below that of the corre- 
sponding month a year ago. The impact 
of these changes on consumer credit 


demand was not apparent until January 
of this year, 5-6 months after production 
indexes began their decline. The con- 
traction of demand thus far appears to 
be of the very moderate degree which 
characterized early recessions. In Feb- 
ruary, the latest month for which com- 
plete data are available, extensions were 
off $400 million, or 11 per cent from the 
peak December 1957 rate. 

The extent of the possible drop in 
instalment loan extensions in coming 
months is not yet clear. We have gone 
through an exceedingly sharp drop in 
automobile production and sales since the 
beginning of 1958, and this undoubtedly 
will be reflected in forthcoming statistics 
on new extensions. On the other hand, 
the present period does not follow on the 
heels of a durable goods buying spree— 
such as 1955. Purchases of cars and 
household durables have been of moder- 
ate order during the past two years, 
which suggests that consumers do not 
presently hold exceptionally large stocks 
of new durable goods. Furthermore, per- 
sonal income, as already noted, has held 
up well and consumer backlogs of liquid 
assets are estimated at more than $21 
billion currently, highest on record. 

Extensions vs. outstandings. Fre- 
quently overlooked is another dimension 
worth considering in estimating potential 
changes in consumer debt. This is the 
difference between changes in the rate 
at which credit is extended and changes 
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in the amount of credit outstanding. 
Usually the volume of credit outstanding 
is regarded as dependent upon the rate 
of extensions together with maturity 
characteristics of the debt contracts. 
These, in turn, determine the scheduled 
volume of repayments. However, exami- 
nation of instalment loan data suggests 
that the level of repayments in any given 
period actually depends not only on 
scheduled repayments, but to an impor- 
tant degree on the amount of prepay- 
ments which develop. Prepayments com- 
monly seem to arise in connection with 
automobile transactions, where the bor- 
rower may trade off an automobile prior 
to completion of instalment debt repay- 
ment. In such cases, a new loan is ob- 
tained on the new car, and simultane- 


ously the old loan is liquidated. Hence 
the increased volume of extensions is 
accompanied by a higher volume of 
repayments. 

Similarly, in periods of declining loan 


demand, such as early 1954 and 1958,. 


lower volume of credit extension is 
buffered by reduced repayments, thereby 
minimizing changes in outstandings. 
During the past several months, this has 
been apparent. Extensions of instalment 
credit recorded successive monthly de- 
clines beginning in July, 1957 (omitting 
the seasonal rise in December), yet out- 
standings rose to record levels in this 
period. The answer to this apparent 
anomaly lies in the approximately cor- 
responding decline in repayments, which 
permitted a positive difference to remain 











~ ARE YOU PLANNING 





If you are, or if you are planning any kind of 
business in Canada, we suggest you contact 
Imperial Bank of Canada. With branches coast 
to coast, Imperial Bank is in a position to pro- 
vide you with up-to-the-minute information on 
trends, developments and business opportunities 
in Canada. You can readily obtain such infor- 
mation from Imperial Bank of Canada, Head 
Office, Toronto, Canada. 


IMPERIAL 


BAN K OF CANADA 


BRANCHES COAST TO COAST IN CANADA, AND 
CORRESPONDENTS THROUGHOUT THE WORLD 
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between extensions and repayments, 
Only since the beginning of the year have 
outstandings revealed declines and even 
then they were rather moderate, in the 
neighborhood of 1 per cent. 
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Business Likes Time 
Buying. Too 

Not only is consumer credit for in- 
dividuals holding up well, but instalment 
financing of business equipment is said 
to be holding up better than cash sales, 

Thus at CIT Corp., the industrial 
financing subsidiary of CIT Financial 
Corp., instalment loan volume has im- 
proved so far this year over the com- 
parable period in 1957. 

Walter E. Heller & Co., large finance 
firm, saw its outstanding instalment 
paper rise from $37 million in 1956 to 
$41 million last year. 

And at MHE Corp., finance arm of 
Yale & Towne Mfg. Co. which handles the 
instalment sales of materials handling 
equipment, loan business has increased 
every month since the subsidiary was 
formed in 1953. ° 

While the basic principle is the same, 
the instalment purchase of an expensive 
piece of equipment is quite different from 
buying a car on time payments. It may 
involve an analysis of the earning power 
of the equipment, where and how it is to 
be used, its estimated life and resale 
And, payments may be tailored 
to match the seasonal operation of the 
user. 

For smaller purchases of $25,000 or 
consumer credit departments of 


banks are sometimes used. Above that 





level, businesses customarily turn to 
finance companies or the equipment man- 
ufacturers themselves. 

Quite a number of reasons are given 
for the trend toward instalment buying 
of capital goods. Equipment manufac- 


| turers and finance companies have both 


promoted the idea. Costs of the equip- 


| ment have increased, and many busi- 


nesses are plagued by a shortage of cash 
and other liquid assets. Finance charges 
are fully deductible for tax purposes. 
And finally, the general acceptance of 
consumer instalment credit has in turn 


| educated many businesses on the benefits 
| of buying needed capital goods purchases 


on time. 
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Good First Quarter 


Despite a lowering of money rates 
which had practical effect during a por- 
tion of the period, first quarter earnings 
of the nation’s principal commercial 
banks showed increases averaging around 
7% per cent in net operating earnings 
as compared with the first three months 
of 1957. 

Individual bank earnings ranged from 
slight decreases to gains of as much as 
70 per cent. There were abundant indi- 
cations that the full effect of lower 
money rates would not register in profit 


| figures until the quarter ending in June, 
| and that the decrease which might then 


be expected would be substantially offset 
by earnings from other sources. 
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Flies the money shuttle for bankers 
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“]t’s like having a duplicate staff” 
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For prompt response 
to your correspondent * pa 





















How a bank’s 
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You may have read the messages reprinted 
above when they originally appeared. ‘They 
are important chapters in the story of our 
correspondent service, and they highlight 
typical ways in which hundreds of banks 
use the essential, profitable facilities of 
Bankers Trust. 


In addition to speedy check clearing, expe- 
rienced government and municipal bond 


BANKE RS TRUST COMPANY 


16 Wall Street, New York 15, N.Y. 








best friend can be another bank 


counsel, custodian service, credit informa- 
tion, foreign transactions, there are more 
than a score of other valuable Bankers 
Trust facilities available to you. 


Let us supply you with complete details. 
Better still, let us demonstrate our efficient, 
personalized cooperation in any correspond- 
ent banking problem—great or small. 






Member 
Federal 
Deposit 
Insurance 
Corporation 
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GOING TO 
AUSTRALIA AND 
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Here are some informative folders 
covering the principal centres that 
you or your customers will find in- 
valuable. They contain up-to-date 
information, including street maps, 
and are free. 

These A. N. Z. Bank Travellers’ 
Guides cover Sydney, Melbourne, 
Adelaide, Perth, Brisbane, Tas- 
mania, Wellington, Auckland, 
Christchurch, Dunedin and will be 
eee sent to you by airmail without 
\ TRAVELLERS: OUIDE TO charge if you will tell us which ones 

. BOY ANE & you want and where to send them. 
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If you or your customers are plan- 
ning to establish a business in Aus- 
tralia, we will be glad to include a 
copy of “Company Formation in 
Australia.” Write to: 











General Manager’s Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
394/396 Collins Street, Melbourne, Australia 

Chief Manager’s Office 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
196 Featherston Street, Wellington, New Zealand 

The Manager 
AUSTRALIA AND NEW ZEALAND BANK LIMITED 
71 Cornhill, London, E. C. 3, England 
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Other highlights. Three outstanding 
features of first quarter figures were: 
@ Reappearance of security profits. 
These are not normally carried into 
operating earnings but are cleared 
directly through capital accounts. For 
several years bank switching operations 
in Treasury securities have brought 
moderate to large losses; now with such 
investments bought at prices averaging 
under prevailing markets and with port- 
folio profits virtually assurred on those 
new Treasury issues for which banks are 
residual underwriters, profits, often of 
substantial amount, currently are being 
realized. 
® Lag in effectiveness of reductions in 
money rates. Income from loans has been 
slow to shrink, reflecting both continued 
high volume of loans and maintenance 
of relatively high lending rates. 

By “relatively high” lending rates is 
meant a slower contraction in interest 
rates on direct loans as compared with 
open market investments. Open market 
short term interest rates have been 
halved, or more than halved, since 
Federal Reserve easy money was in- 
augurated last November, but the basic 
prime rate for unsecured loans had fallen 
from 4% to 4 per cent up to April 21, 
or only some 11 per cent. 
® Deposits for all the nation’s banks 
have risen considerably in the first 
quarter, which means more lendable or 
investable funds for individual banks. 
Not only have deposits increased but the 
successive cuts in reserve requirements 
have added to bank funds that are em- 
ployable. The income earned on the newly 
freed reserves, plus the earnings derived 
from larger deposits, have served to off- 
set reduced income from loans upon 
which a lower interest rate has become 
effective. Deposits of all the banks 
appear to have increased by over $2 
billion for the quarter, with a still 
further gain for the second quarter 
likely because of Treasury deficit financ- 
ing. Big city banks, notably in New 
York, have for the first time. in years 
received more than their usual share. 
However, much of the deposit gain has 
been in savings or foreign time deposit 
accounts which involve a relatively high 
interest cost. 
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Business Group Drafts 
Anti-Recession Policy 


The oft-repeated recommendations for 
tax relief and increased government 
spending as remedies for the current 
recession gained further support recently 
from the Committee for Economic De- 
velopment. The committee’s stand is 
explained in a 22-page program state- 
ment that has been released under the 
title, Anti-Recession Policy for 1958. 

The recommendations were further 
described in a mid-April talk given be- 
fore the Society of Business Magazine 
Editors in Washington, D.C. The editors 
were addressed by Howard C. Petersen, 
chairman of the C.E.D.’s Subcommittee 
on Fiscal, Monetary and Debt Manage- 
ment Policy, and president of the Fi- 
delity-Philadelphia Trust Company. 

Mr. Petersen gave the nod to a reduc- 
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Anti-Recession 
Policy for 1958 





A Statement by 
The Program Committee 

of the 

Committee for Economic Development 


















Economic prescription given 


tion in taxes over increased government 





outlays in meeting the downward busi- | 
ness spiral. He urged the Administra- | 


tion to study C.E.D.’s recommended 20 
per cent reduction in individual income 
taxes as a temporary emergency meas- 
ure in proposing steps for congressional 
action. 

The speaker further stated that delay- 
ing action on tax cuts will only encour- 
age pressures for spending programs, 


most of which he thought were of | 
dubious value in halting the recession. | 
He also added that increased spending | 
at this time would “greatly complicate | 


the economic and budgetary problems of 
later years.” 

While he agreed that the connection 
between tax reductions and greater em- 
ployment is less direct, he stated that 
by leaving more money in people’s hands, 
more would be spent for goods and serv- 
ices. More goods and services would 


then be produced and more people em- | 


ployed producing them. 

The booklet published by the C.E.D. 
evaluates the country’s present economy, 
outlines Federal policies to be taken to 
improve the economic climate, and fur- 


ther describes action to be followed if | 


the business picture continues to darken. 
The booklet may be obtained from the 
Committee for Economic Development, 


711 Fifth Avenue, New York 22, New | 


York, at 20 cents per copy. 
* e “ 


Investment Trend of 
School Endowment Funds 


The growing popularity of common 
stocks in the investment portfolios of 
the country’s major college and univer- 
sity endowment funds is far overshadow- 
ing bonds, the traditional favorite. The 
trend to diversified stock holdings, which 
has gained momentum in the past several 
years, has been reported in a recent 
Survey published by the Boston Fund, 
one of the country’s largest investment 
trusts. 

Of the 63 colleges included in the 
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Established 1852 
December 9, 1957 


I.W. HELLMAN 


Mr. W. M. Morrow 
Dow-Jones & Company, Inc. 
1540 Market Street 

San Francisco 3, Calif. 


Dear Mr. Morrow: 


immediately. 


subscribers in the City. 


changes in business and industry. 


Sincerely, 





MARKET AT MONTGOMERY + SAN FRANCISCO 20, CALIFORNIA 


In answer to your inquiry, we have 
always looked upon the Dow-Jones news ticker 
as the first means of getting spot news 


Many of our customers have enjoyed 
the facility which has been located in our 
Investment Department since 1928, which makes 
Wells Fargo the first bank in the West to 
install the service, and one of the first 


Today, more than ever, it is a 
necessity in learning of up-to-the-minute 
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In today’s highly competitive atmosphere, the 
bank serves itself and its customers best by 
being fully informed and first informed. Dow- 
Jones News Service minimizes uncertainties for 
you by delivering the essential business and 
financial news almost as it happens. Informed 
by Dow-Jones you can seize every profit oppor- 
tunity .. . take full advantage of every protec- 
tion opportunity. Check into Dow-Jones News 
Service and its surprisingly low cost today. 


News to profit by... 





Dow-Jones News Service 
is fast—delivered in your 
offices by high speed ticker, 
one type of which is 
shown above. 


DOW-JONES NEWS SERVICE 


44 Broad St. 
New York 4 


1540 Market St. 


San Francisco 19 Dallas 2 


808 Young St. 


711 W. Monroe St. 
Chicago 6 










survey, $1.7 billion or 55 per cent of 
the total endowment funds were found 
invested in common stocks. Bond hold- 
ings accounted for 30 per cent of the 
total, with-the remaining endowment 
dollars reported in preferred stocks and 
other investments. 

Petroleums are pets. Standard Oil is- 





sues were revealed as the most popular 
holdings with 51 portfolios including 
Standard Oil of New Jersey or Cali- 
fornia. Other leading favorites are Gen- 
eral Electric, Eastman Kodak, Christiana 
Securities, E. I. du Pont de Nemours, 
and General Motors. Industrials, and 
more specifically, petroleums, were found 








FINANCIAL BUILDING CONSULTANTS 


CONSULTANTS. 


HOME OFFICE: 


118 East Lockwood Avenue 
Webster Groves 19, (St. Louis), Mo. 
Phone: Woodland 1-6660 





An organization of Architects and Engineers of many years’ 
experience in Bank architecture; also, Engineers of practical 
experience in the field of operational procedures. We wel- 
come the opportunity of talking with you on new building 
or remodeling of your Bank. You will be called upon by 
invitation only, and then by top-level experienced Archi- 
tects. If you desire, we will associate with any Architect 
of your choice who may not have had the opportunity of 
Bank experience. COMPETITIVE BIDDING WITH COM- 
PREHENSIVE PLANS of building, fixtures, furnishings and 
vault work, PLUS ARCHITECTURAL SUPERVISION = 
best results at lowest cost from FINANCIAL BUILDING 


Coral Gables Federal Building—Suite 200 


2505 Ponce De Leon Blvd. 
Coral Gables, (Miami), Florida 
Phone: HI 4-9721 


OTHER OFFICES: 


193 Pinecrest Drive 
Pittsburgh, Pennsylvania 
Phone: Hunter 6-2064 
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BANK of LONDON & SOUTH AMERICA 


CA LIMITED BRO 


96 Years ... 66 Branches 


in South and Central America, England, 
France, Portugal and Spain 


Complete International Banking Service 

























































COLLEGE FAVORITES 


Most Widely Held Common Stocks of 
56 School Endowment Funds 


Colleges June 3 

the Stock (wins 
Standard Oil Company (New Jersey).. 51 $100.1 
General Electric Company........... 31 42.2 
Eastman Kodak Company........... 7 33.6 
Christiana Securities Company....... 12 33.1 
E.1.du Pontde Nemours & Company.. 20 31.8 
General Motors Corporation......... 26 29.7 
Standard Oli Company of California... 22 23.8 
Gulf Oil Corporation................ 19 22.8 
Nema Ll... 8 21.3 
Temes COON, . 5. 6.55 53. 0c5s... 25 19.0 











Big stake in business economy 


to head the list in shares. Public utility, 
bank and insurance, and railroad shares 
followed industrials in that order. 
Schools making up a total of $3 billion- 
plus in endowment funds ranged from 
the $3.7 million managed by Bates 


' College to Harvard University’s $500.9 


million holdings. 

Of 13 colleges with endowment funds 
in excess of $1 billion, First National 
City Bank of New York, Insurance Com- 
pany of North America and Union 
Pacific Railroad were listed most fre- 
quently behind Standard Oil of New 
Jersey and Commonwealth Edison Com- 
pany. 

The trend revealed in the figures clear- 
ly shows that these institutions of higher 
learning are closely tied to the American 
business picture and the future of their 
operations depends greatly on the eco- 
nomic climate that business enjoys. 


Insurance Campaign 
To Stimulate Car Sales 


The nation’s largest auto insurance 
company has announced plans to conduct 
an intensive advertising campaign aimed 
at revitalizing the new and used car mar- 
ket. The program would publicize the 
company’s bank plan that combines car 
insurance with low cost financing 
charges. The plan is a cooperative un- 
dertaking between the State Farm In- 
surance Company of Bloomington, 
Illinois, and some 9,000 of the country’s 


| banks. 


Heavy advertising schedules will be 
taken by the firm in newspapers, maga- 
zines and network television in this anti- 
recession move. Although the insurance 
firm’s plan was first developed in 1950, 


| State Farm officers have decided to 


greatly intensify their efforts to promote 


| the program in light of the recent slow- 


down in car sales. 

Under the plan, a prospective car 
buyer telephones any State Farm agent, 
who arranges financing at straight bank 
rates through any one of the cooperating 
institutions. 
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Paul D. A'S OUbE- beste Vice President, Fidelity-Philadelphia Trust Company, 


and former president of the National Association of Bank Auditors & Comptrollers 


discusses the question 


of internal security 


“No bank, regardless of size, can afford to be without 
an Auditing Program. The dangers are too great, the 
stakes too high. 


*‘Bank defalcations are on the increase. The best of 
audit systems cannot prevent entirely these dishonest 
acts. It has been demonstrated, however, that the 
danger of loss through peculations decreases as Audit 
Programs advance in effectiveness. 


“To a smaller bank, with 3 to 8 employees, an audit- 
ing system may seem a luxury. This need not be so. 
Adequate internal audit control is entirely practicable 
for the small bank and without any additional cost. 
The bank’s Operating Officer must exercise imagination 
and ingenuity in establishing a workable and effective 
internal Audit Program. An intimate knowledge of the 
procedures and transactions within his bank will enable 
the Executive Officer to assign duties to provide a check 
on internal operations. There must be a willingness on 


his part to have his own work verified through checking 
by employees. 
“Rotation of employees and regular vacations for 


all officers and employees are two of the best tools for 
effective internal auditing. 


‘Such an Audit Program, of course, is no substitute 
for an intensive audit conducted by Certified Public 
Accountants, particularly when the bank is not large 
enough to have a completely independent Audit Staff. 


‘Delay in installing such a program may be costly. 
Prompt action can be economical.” 


INA’S PORTFOLIO OF PROTECTION FOR BANKS 
with the Card-it Bank Audit Plan will 
help your bank follow Mr. Williams’ sug- 
gestions. For details ask any agent of the 
Indemnity Insurance Company of North 
America, a leading underwriter of Bankers’ 
Blanket Bonds and the company which 
allows premium credits for approved audits. 


INSURANCE BY NORTH AMERICA GWA) 


Indemnity Insurance Company of North America - Philadelphia 




















From a Bank Survey. Ideas on Keeping Up Mortgage Yields 


By George W. Warnecke 


President, George W. Warnecke & Company, Inc., New York City 
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In this recession year of 1958, the 
investment of depositors’ funds presents 
a special challenge to the ingenuity of 
the banking community. 

During the past few weeks we have 
surveyed a number of bankers through- 
out the country, for suggestions on the 
problem of “how to keep up high returns 
on real estate loans and investments.” 
This is largely a report of some of the 
promising ideas advanced. 

With business loans on the decline 
the problem is, of course, a real one. 
There isn’t the convenient “out” of a 
high-yield bond market to absorb the 
excess funds and the inflow of new de- 
posits. The easy money policy of the 
Federal Reserve Board actually gener- 
ates further funds for which it is diffi- 
cult to find borrowers at favorable rates. 
With savings rates generally at a post- 
war high, and the prime loan rate down 
to as low as 3% per cent, the nature of 
the problem is apparent. 

However, it isn’t an unprecedented 
situation by any means. The maintenance 
of high yields in a softening market was 
a problem often encountered in the past 
by commercial, savings and mortgage 
bankers. It places a premium on using 


some of the flexibility and ingenuity that 
have always been the stock-in-trade of 
the alert and open-minded lender. Follow- 
ing are ways in which some banks have 
helped to “immunize” themselves against 
the downward rate trend, at least in the 
mortgage field. 

Higher percentage loans. A New York 
savings banker reports that his bank has 
had very good experience in obtaining 
higher returns through discounts on 
F.H.A. and conventional single-family 
loans by stepping up the percentage 
ratio of security in proportion to the face 
amount of the loan. “F.H.A. has taught 
us a valuable lesson,” he said. “When 
the borrower’s credit is right, you can 
go more than two-thirds. Our 75 to 80 
per cent loans have worked out very 
well.” 

Forward commitments. Another bank 
issues commitments between six months 
to two years in advance for permanent 
first mortgages to builders or for exist- 
ing buildings with expiring mortgages, 
and is able to exceed the market rate by 
between % to % of a per cent. But 
others covered by our survey warned 
that such advance commitments may take 
funds out of a portfolio which might be 


much more wisely invested during a 
future market rise. 

Construction loans. A combination of 
construction loans plus permanent com- 
mitments was mentioned consistently as 
a high-rate producer as well as a money 
saver on servicing costs. 

Older buildings. It was pointed out that 
a differential of between % to % per 
cent over the market is available to the 
lender who is willing to take on older 
buildings which may be in extremely 
good locations and have excellent earn- 
ing prospects provided the owner does 
a good job of maintenance and manage- 
ment. 

Discreet pioneering of new areas. A 
big city commercial bank has just made 
a package of mortgage loans on a home 
development on the periphery of a large 
Eastern city.. These loans will return 
% per cent more than the market be- 
cause the area is not yet established. 
However, regional planners believe that 
future city expansion will certainly take 
in the new area and that the properties 
lent upon will appreciate considerably 
from their present value. 

Out-of-town loans. Within the limita- 
tions of state banking regulations, it is 
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For over a century our company has served American 
Industry. Throughout these years our banker friends 
have referred their customers to James Talcott, Inc. 
for Specialized Financing Services. 


Talcott has created specific financing plans to serve 
the requirements of these referred customers and our 
banking friends have retained the good will of these 
pleased depositors. 
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EIGHT SURVEY QUESTIONS 


... asked of mortgage officers, on the 
problem of obtaining a high yield on 
real estate investments. 


1. What is the present composition of your 
portfolio? 


2. What is your present preference as to new 
mortgage loans? 


3. What rates are you getting for new loans? 


4. What kind of program, if any, do you have for 
keeping up returns in 1958? 


5. How do you keep down servicing costs? 

6. Have you stepped up your broker relations 
program? 

7. How do you feel about F.H.A. and V.A. versus 
conventional loans from a yield standpoint? 

8. Based on your experience, what suggestions 
do you have to other bankers who wish to make 


more high-yield producing real estate in- 
vestments? 

















Specific suggestions resulted 


possible to increase yields by increasing 
the number of loans available for selec- 
tion. A Midwestern bank accomplished 
this recently by arbitrarily increasing 
its radius of loan areas to 100 miles. 
By establishing broker representatives 
in cities other than its home office loca- 
tion, it was able to generate additional 
applications, some of which called for a 
higher interest rate than those available 
locally. 

Type of security. Some of the solutions 
suggested to the problem of interest 
rates lie in the direction of shifting 
emphasis from one type of security, say 
single family homes, to another, for in- 
stance, garden apartments or cooperative 
residential apartment houses. 

Insured vs. uninsured loans. Our sur- 
vey showed that the orientation of the 
banking community toward insured loans 
continues to persist. A typical portion 
of the over-all portfolio placed in F.H.A. 
and V.A. mortgages was between 50 to 
70 per cent. Recently, these loans have 
become even more attractive—especially 
to banks which are under heavy pressure 
to invest incoming funds—by a new 
housing law providing generally higher 
interest rates. However, those in favor 
of conventional loans have a strong argu- 
ment, too, which hinges primarily on the 
issue of economical servicing. “Since the 
basie yield of conventionals is higher, it 
only depends on our ability to keep serv- 
icing costs down whether the conven- 
tionals will do better than F.H.A. loans,” 
they argue. The subject of servicing will 
be separately discussed. 

Office buildings, apartment houses, in- 
dustrial loans. The present state of the 
market is such that the difference in 
return between single family homes and 
these larger properties has shrunk con- 
Siderably. On the other hand, some 
bankers point out, these larger proper- 
ties involve a smaller servicing cost and 
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Call on the bank that specializes in financing foreign trade. The 
“Hongkong Bank’s” 39 branches throughout the Far East are 
ready to give you current information on credits and conditions. 

Complete banking facilities in San Francisco and Los Angeles 
(through our California subsidiary) and the facilities of our New 
York agency can now put our 93 years’ experience to work for 
you in one call. 





The Hongkong and Shanghai 
Banking Corporation of California 


Member Federal Deposit Insurance Corporation 











SAMUEL J. H. FOX, PRESIDENT 
A subsidiary of the biggest British bank 
established by the Far East for the Far East 


SAN FRANCISCO: 80 SUTTER STREET 
LOS ANGELES: 212 WEST SEVENTH STREET (VAN NUYS BUILDING) 





The Hongkong and Shanghai Banking Corporation 
72 Wall Street, New York * Agent: B. P. Massey 





























































better risks. The trend appears to be for 
bankers to widen their horizon from a 
strictly single-family home attitude to 
“most any sound investment that pays 
a good return.” 

Cooperative apartment houses. A bank 
in Long Island, New York, feels it has 
uncovered a higher-yield producer in the 
cooperative apartment housing field. “We 
are getting 5% per cent on cooperatives, 
new and old,” their mortgage officer said. 
He feels that fewer investors are inter- 
ested in this type of construction than 
in others and therefore a better interest 
rate can be obtained. 

Having listed most of the specific 
suggestions made by our banker contacts 
during the survey, I should now like to 
add some of the ideas which I believe 
come closest to the real crux of the prob- 
lem. These ideas are less concerned with 
the type of risk or type or property than 
with the mechanics of making the loan 
and the attitude of those who make it: 

Servicing. In my opinion, the per- 
centage figures appearing on the face 
of a mortgage commitment are meaning- 
less unless we take into account the 
process of attrition which takes place 
before the money invested returns to the 
lender. One of the country’s largest 
banks recently made a confidential in- 
ternal survey of the cost of servicing its 
mortgage portfolio. 

The survey revealed that its annual 
cost of servicing per small home loan 
was $20. Its cost of servicing building 
loans was $16. The servicing cost of the 
average large apartment house loan ran 
to about $200 per year. 

The bank explained that its single- 
family loans average about $10,000, the 
larger investment-type loans average 
about $250,000. 

In other words, putting out $250,000 
worth of funds in 25 single family loans 
would cost $500. But servicing one 
$250,000 large loan would cost $200. 

The mortgage officer who was good 


enough to make this information avail- 
able added that his bank’s portfolio was 
divided into loans over $50,000 and loans 
under $50,000. Two people do all the 
servicing on the loans over $50,000. A 
staff of 15 is at work on the smaller 
loans. 

Foreclosures. A related matter in- 
fluencing the yield picture concerns one 
of the most unpleasant facets of the 
mortgage situation. The average cost of 
legal fees on a foreclosure, a prominent 
real estate lawyer estimated recently, 
comes to about $450. Such costs, plus 
depreciation of the lender’s equity in a 
foreclosure sale, can wipe out the highest 
yields. 

Careful professional underwriting, 
done by a reputable mortgage investment 
organization in cooperation with the 
bank’s mortgage officer, eliminates the 
marginal risk before the application ever 
reaches the lending committee. When 
difficulties develop, however, during the 
life of the loan, the wise lender cuts his 
losses while he can but keeps his patience 
with the honest, well-established bor- 
rower. 

Builders and brokers. “How did you 
get this kind of loan?” the president of 
an institution asked his mortgage vice- 
president recently, when presented with 
an application that normally would have 
been “picked up” by a much larger bank. 
“T’ll tell you how,” the v.p. blurted out. 
“T was nice to the broker when I didn’t 
have money to lend. I sent him presents 
when I didn’t need him. I kept in touch 
with him when the market changed. And 
I just had him to my house for dinner.” 

There is virtual unanimity among 
savings, commercial and mortgage bank- 
ers that the best way of getting high- 
interest loans is to cultivate the sources. 
Take ourselves for instance, represent- 
ing some thirty major insurance com- 
panies and banks; we regard it as our 
job to keep an eye open in not just one 
but eleven areas around the country for 











The number to call 


in Boston is 
LAfayette 3-6800 


for prompt service on all 
correspondent business in 


New England 
The National 


Shawmut Bank 


OF BOSTON 
40 Water Street 


Member Federal Deposit Insurance Corporation 





GEORGE W. WARNECKE 


Presents his views, also 


the kind of high yield loan that would fit 
into the portfolio of any of our investors. 
The closer our relationship is the more 
likely we are to keep after the builder, 
develop the application and place it with 
our lender before it is lost to competition. 

The bank that is able to encourage 
this kind of service not just from one 
source in its principal location but from 
as many brokers and builders as possible 
in as many cities as possible, gets the 
kind of selection it wants and can pick 
and choose from a yield standpoint. The 
competitor must wait until a prospect 
comes through the front door. 

The open mind. One of the banks cov- 
ered by our survey reported that it dis- 
couraged specialization in its mortgage 
loan department. “We try to move them 


| around. Except for the appraisers, we 


don’t let any of them work on the same 
kind of loan all the time,” the mortgage 
officer said. In this way the bank is able 
to shift its mortgage loan policies at an 
instant’s notice without offending any 
vested interests of particular employees. 

In such a flexible attitude, in my opin- 
ion, lies another key to the present situa- 
tion. During the past 20 years we have 
raised an entire generation of lenders 
and borrowers who are used to govern- 
ment guarantees in the field of housing. 

Such an attitude is not only repugnant 
to any concept of creative banking but 
also, in my opinion, has probable detri- 
mental results. 

Risk acceptance. We must face the 
fact now that we cannot forever avoid 
the soul-searching and _ responsibility 
connected with conventional loans. Once 
we become reconciled to this point, the 
question of high-interest rate resolves 
itself primarily into careful screening, 
underwriting and a willingness to 4as- 
sume responsibilities for risks. With this 
willingness comes an entirely different 
scope of lending as well as an entirely 
new type of property which offers itself 
for investment to the enlightened banker. 
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SECURITY-FIRST NATIONAL BANK 


LOS ANGELES, CALIFORNIA 
STATEMENT OF CONDITION 


Cash and Due From Banks 


U.S. Government Securities . 
State and Municipal Securities 
Other Bonds and Securities . 


Loans (less reserves) . . 

Earned Interest Receivable 

Customers’ Liability under 
Acceptances and L/C 


MARCH 31, 1958 











Bank Premises and Equipment . . « « « « © « « « 


Other Assets a 
TOTAL « 
OO ae ee 


ee ee ee ee 
Undivided Profits 


ceo eee $ 





RESOURCES 
. e ° . . . . . . . . . $ 537,324,037.25 
eo © e « $1,217,795,165.44 
se « 2 144,122,895.51 
oe 15,635,327.61 1,377,553,388.56 
‘. ae. ° -  1,130,216,491.92 
. + . - . . * . . . . . 12,185,926.46 
. a . + 7 . 7 a * ° o 9,431,238.25 
° 23,719,292.96 
° . © . a 7 © . 7 . 7 © 911,347.27 
. . . . + . . . . . 7 . $3,091,341,722.67 


LIABILITIES 


73,500,000.00 
73,500,000.00 
66,862,804.75 


$ 213,862,804.75 





Reserves for Interest, Taxes, etc. 2. © «© © © «© «© « « 
Interest Collectted—Unearned . 2. « © © © © «© « « 


Acceptances and Letters of 

Credit Liability . . . 

Other Liabilities . . . 

Depositt—Time .. . 
— Demand 


TOTAL 


. $1,103,737,753.78 
1724.216,814.10 


26,582,236.52 


; 11,975.144.29 
" 9,431,238.25 
1,535,730.98 


2,827,954,567.88 





$3,091,341,722.67 


Securities carried at $405,803,461.27 are pledged to secure trust funds and U.S. Govern- 
ment, State and other Public Moneys, and for other purposes as required or permitted by law. 
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--.-a seller makes a sale, a buyer makes a buy in the big high-speed 


government bond market at the Continental Illinois Bank 


Tomorrow morning, when the toast pops up from your toaster, you might 
remember this one point: 

That’s how fast government bonds move at the Continental! 

For instance, phone us to sell or to buy—and, the chances are, the transaction 
will be completed before you hang up. 

We’re one of the largest primary markets for U. S. Governments in the world. 
Our speedy service is used freely by our customers. Why don’t you use it, too? 

Phone STate 2-9000, Chicago. 


CONTINENTAL ILLINOIS NATIONAL BANK 


Member Federal Deposit Insurance Corporation and Trust Company of Chicago 
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BANKING NEWS 








New Schools Strengthen 
Financial Edueation 


Banking’s recognition of the need for 
developing top-level executive talent has 
placed it in an enviable position. It now 
has more than 100 annual school-type 
meetings conducted for financial officers 
in the United States, and the list con- 
tinues to grow as state and national 
banking orgaw¥zations strive to meet the 
managerial needs of the immediate fu- 
ture. 

New schools. The newest additions to 
this extensive and widespread educa- 
tional program are the Southwestern 
Graduate School of Banking at Southern 
Methodist University, Dallas, Texas, and 
the New York State Bankers Associa- 
tion’s School of Banking. 

The latter, offered in cooperation with 
the American Institute of Banking, the 
educational arm of the American Bank- 
ers Association, provides a complete 
training program for the 86,000 officers 
and employees of commercial banks in 
New York State. It provides an accel- 
erated basic course, enabling employees 
to obtain an A.I.B. Standard Certificate 
in three years instead of in the prevalent 
six- to 10-year part-time grind. It was 
in session May 4-17. The school also 
provides more advanced courses for mid- 
dle management and top-level executives. 

The three-week middle management 
course is known as the Bankers Institute 
for Executive Development. It will be 
offered this fall. It is designed to train 
junior officers, supervisors and branch 
managers in the science of management 
and administration. Top-level executives 
have access to the one-week Bankers 
Institute for Advanced Management. 
The course is aimed at teaching senior 
executives the highest level of manager- 
ial functions and administration. 

The New York State Bankers Asso- 


Bascom Hall, Univ. ef Wisconsin 














Spring-Summer Schedule of 
Major Financial Schools 


School of Banking of the South—June |-/4, 
Louisiana State University, Baton Rouge, 450 
students, $190 in fees, three-year course. 


Southwestern Graduate School of Banking 
—June 8-21, Southern Methodist University, 
Dallas, Texas, 250 students, $275 in fees, three- 
year course. 


Graduate School of Banking—June 9-21, Rut- 
gers University, New Brunswick, New Jersey, 
1,050 students, $300 in fees, three-year course. 


School of Mortgage Banking—June 22-July 5, 
Chicago Campus, Northwestern University; also 
July 27-August 9, Stanford University, Palo 
Alto, California, 400 students, $185 in fees, 
three-year course. 


School of Financial Public Relations—July 7- 
19, Chicago Campus, Northwestern University, 
100 students, $250 in fees, two-year course. 


N.A.B.A.C. School for Bank Auditors and 
Comptrollers—July 27-August 9, University of 
Wisconsin, Madison, 316 students, $213 in fees, 
three-year program. 


Graduate School of Savings and Loan—Au- 
gust 10-22, Indiana University, Bloomington, 
225 students, $350 in fees, three-year course. 


School of Consumer Banking—August 10-22, 
University of Virginia, Charlottesville, 250 stu- 
dents, $250 in fees, three-year course. 


School of Banking of the University of Wis- 
consin—August 24-September 6, University of 
Wisconsin; Madison, 1,125 students, $213 in 
fees, three-year course. 


Pacific Coast School of Banking—August 26- 
September 6, University of Washington, Seattle, 
300 students, $200 in fees, three-year course. 











List continues to grow 


ciation’s ambitious School of Banking is 
conducted at the Sedgewood Club, Car- 
mel, New York. 

Graduate course. The Southwestern 
Graduate School of Banking at SMU, 
meantime, is one of four full-fledged re- 
gional schools for executive development. 
Like the others, it will provide for three 
annual two-week resident sessions and a 
thesis before a student gains recognition 
as a graduate. 






Primary emphasis is on practical solutions to banking problems, as students eye key posts 


Classroom scene at Graduate School, Rutgers University 





The two-week resident sessions consist 
of morning and afternoon classes, eve- 
ning lectures, and offer little free time 
for students. In addition, students must 
conduct experiments and prepare papers 
on a variety of subjects in between the 
resident sessions each year. 


Sponsored by the Dallas Clearing 
House Association and SMU, the South- 
western Graduate School will provide 
training for some 250 students at this 
year’s meeting, June 8-21. 

A.I.B. A big factor in banking’s great 
strides in the development of officers is 
the American Institute of Banking. Some 
135,000 bank employees and officers are 
members of the A.I.B., and close to 
75,000 of them are enrolled in classes. 

The Institute has been carrying on its 
work since the turn of the century. Its 
program is conducted through chapters 
and study groups in more than 450 cities 
and town in the U.S. Areas not served 
by regular study groups have access to 
correspondence courses. Primarily it is 
aimed at giving bank employees a well- 
rounded view of banking procedure and 
problems, and prepare them for officer 
status. 

Post-graduate courses. The Graduate 
School of Banking at Rutgers State Uni- 
versity, New Brunswick, New Jersey, 
was organized in 1935 to take over the 
more advanced studies of the A.I.B. For 
some years, however, it has been filled to 
its capacity of 1,050 students, and re- 
gional schools have been organized to 
overcome the void. 

The Graduate School of Banking is 
really a combination of three banking 
schools, offering majors in commercial 
banking, in trusts, and in savings man- 
agement and real estate financing, ac- 
cording to its director, Dr. E. Sherman 
Adams. 

This year’s two week resident session, 
June 9-21, will be highlighted by an in- 




















Business is BIG 
in Pittsburgh— 


*1,140,000,000 


IN INDUSTRIAL 
EXPANSION 


That’s what industry in a wide variety 
of fields has spent in the past seven 
years on new plants and equipment 
in the Pittsburgh area. And between 
now and 1960, industry alone is plan- 
ning to spend $325,000,000 more. 

Many of the companies participat- 
ing in this expansion are Peoples 
First customers. In fact, 29 of Amer- 
ica’s 50 largest industrials use our 
banking services. 

With this broad background of 
experience in a fast-growing trade 
area, Peoples First is thoroughly pre- 
pared to handle any correspondent 
service you may require in the Pitts- 
burgh market. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST 
COMPANY 
Pittsburgh 30, Penna. 
Member F.D.I.C. 
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Informal atmosphere prevails at public relations school, Northwestern University 


Humor helps lecturer make a point at F.P.R.A. session 


crease in the number of elective lectures 
and small discussion groups. These were 
tested on a modest scale last year, prov- 
ing so successful that they have become 


| an integral part of the graduate school’s 


curriculum. 

Extensive changes in the school’s ex- 
tension work are also in prospect. These 
include: closer integration of. extension 
work with other phases of the curric- 
ulum; adoption of uniform criteria for 
grading extension problems; application 
of a point system both to extension work 
and the thesis; and provision for student 
choice of theses from a wider variety of 
problems. 

The overwhelming number of applica- 
tions to the school forced the faculty to 
revise its admission standards last year, 
to give greater weight to factors of age 
and experience. Under the new rules, 
applicants must be bank officers, at least 
30 years old, and with at least eight years 
of banking or equivalent experience to 
qualify for the school. 

Regional schools. There are four major 
regional banking-financial schools in op- 
eration, including the new Southwestern 
Graduate School of Banking at SMU. 
They are just as exacting in their en- 
trance requirements as the Rutgers unit. 

The largest of the regional schools is 
the School of Banking at the University 
of Wisconsin, Madison. It is sponsored 
by the Central States Conference, which 
is composed of bankers associations in 
16 states. It rivals the Rutgers Graduate 
facilities in size and curriculum, and ex- 
pects 1,125 students for its August 24- 
September 6 meeting. Its faculty is 
composed of more than 100 business, 
banking, government and_ university 
leaders. 

The School of Banking of the South 
will begin its ninth year, June 1-14, at 
the Louisiana State University campus 
in Baton Rouge. A record 450 students 
are expected to attend, including a 
bumper crop of 200 freshmen. 

A number of course changes have been 
made for the upcoming session, according 
to Director Orrin H. Swayze, executive 
vice-president of the First National 
Bank, Jackson, Mississippi. The major 
change is that subject matter has been 
reorganized to keep pace with changing 
economic and business conditions. 

Another innovation at the school is the 


one-week “refresher course,” June 9-14. 
It will permit former graduates to re- 
view and extend their study of many elec- 
tive subjects. 

About 300 junior and senior banking 
officers are to attend the Pacific Coast 
Banking School, August 26-September 6, 
at the University of Washington, Seattle. 
Now in its 20th year, the school’s en- 
rollment is expected to reach the 425 
mark by 1960, when new facilities will 
be available. 

During the hectic two-week resi- 
dent period, informal bull sessions enable 
students to discuss with the faculty any 
topics and questions arising out of lec- 
tures and classroom study. 

N.A.B.A.C. One of the strictest of the 
major banking schools is the N.A.B.A.C. 
School for Bank Auditors and Comptrol- 
lers at the University of Wisconsin. To 
be admitted a student must be a college 
graduate with a major in accounting and 
have 10 years of banking experience or 
its equivalent. 

About 316 students have enrolled for 
the July 27-August 9 study group. They 
will have an opportunity to improve their 
knowledge of bank accounting, auditing 
and control, which are the areas covered 
by the three-year school. 

F.P.R.A. A two-year course aimed at 
giving students a well-rounded, practi- 
cal background in public relations, ad- 
vertising and business development is 
offered at the Chicago campus of North- 
western University. Sponsored by the 
Financial Public Relations Association, 
the course is limited to 100 students, 
almost equally divided between first and 
second semesters. 

The school already has enrolled half of 
its freshman class for the 1959 session. 
Its faculty, like many banking groups, 
prefers to hold student membership to a 
minimum, in order to give each enrollee 
the greatest opportunity to participate 
in discussions and obtain a wide ex- 
change of ideas. 

Savings-Loan. A comprehensive three- 
year course for officers is the Graduate 
School of Savings and Loan. It is held at 
the Indiana University campus at Bloom- 
ington. Attendance for the August 10-22 
session will approximate 225. About 86 
of the enrollees will be first year stu- 
dents. 

The school is intended to serve men 
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Group Life Insurance for Banks 


1957 Net Cost Under MANUFACTURERS TRUST COMPANY Plan 
Reaches New Low: 42¢ a Month per $1000 


The net cost of Group Life Insurance for our 711 correspondent banks 
which participate in our Plan reached a new low point at 42.2 cents a month 
per $1,000 of life insurance for the year 1957. This net cost reflects the appli- 
cation of dividends received from the insurance carriers against the gross 
premiums paid by the participating banks. 

Under the MANUFACTURERS TRUST COMPANY Plan, the maximum 
life insurance on any individual is $16,000 and there is an added accidental 
death and dismemberment benefit equal to 50% of the amount of the life 
insurance. 


Our 711 participating correspondent banks have a total of 10,731 officers 
ind employees who are covered by more than $78,000,000 of life insurance, 
ind the number of participants has been steadily increasing, year after year, 
since the Plan was started in 1947. 

This is one of many reasons why more and more banks are turning to 
Manufacturers Trust Company as their New York correspondent. Head Office: 44 Wall Street, New York 15, N. Y. 


Other Correspondent Bank Services 
* Bond Portfolio Analysis 


* Personal and Corporate Trust Service, 
including Pension Plans, Dividend 
Payments and other Related Services 

* Up-to-the-Minute Credit Information 


Bank Operations 
* Around-the-Clock Transit Service 
* Domestic and World-wide Collections 


* Excess Loan Participation 


* International Banking Department ready 
to handle business in 153 countries 
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To get the facts on our Group Life Insurance Plan, write or phone Mr. Joseph C. McNally. Member Federal Deposit Insurance Corporation 
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Interior and exterior treatment add dramatic flair to new 


and women in the top level of manage- 
ment. Conferences, problem-solving tech- 
niques, regular classroom sessions, and 
informal get-togethers are used to pre- 
sent a diversified course. In addition, 
specialized courses are provided in man- 
agement, community development and 
redevelopment, and urban renewal. 
Other major schools. In addition to the 
above named courses for advanced train- 
ing of banking executives, there are 
several others devoted to specific subjects. 
Northwestern University and Stanford 
University, for example, both offer 
Schools of Mortgage Banking, under the 
sponsorship of the Mortgage Bankers 
Association of America. The two-week 
resident sessions will be held June 22- 
July 5 and July 27-August 9, with ap- 


proximately 400 students participating. 

Five major fields are covered in the 
three-year curriculum of the School of 
Consumer Banking, University of Vir- 
ginia, Charlottesville. These include: 
credits, management, operations, human 
relations, and business development. 
About 200 students are attending this 
year’s session, to be held August 24- 
September 6. Included for the first time 
are evening sessions covering case his- 
tory studies of consumer banking. 

The above schools do not represent the 
entire educational setup of the financial 
world, but they do reflect the thinking 
of the industry, which is spending over 
$1 million a year to send its officers to 
the major schools. As financial institu- 
tions continue to grow, graduates of 





Western landmark 


these schools will form a strong pool for 
top management positions that will open 


. in banking and allied fields. 
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Contemporary Design 


One of the newest and most attractive 
things under the California sun is the 
recently-completed headquarters of the 
World Savings and Loan Association in 
Lynwood. From the tall and slim pylon 
that marks the new structure’s exterior 
to the luxurious appointments of its em- 
ployee facilities, the accent has been 
placed upon contemporary design. 

Major attractions in the spacious lobby 
include a winding stairway to the mez- 
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Our corporate customers and correspondent banks make regular use of 

















our unique tri-state banking operation. With seventeen complete banking 
offices, The Bank of California provides on-the-spot credit information, fast 
collection of items, concentration of funds, and all other banking services 
in all three Pacific Coast states...California, Oregon and Washington. 


THE BANK OF CALIFORNIA 





MEMBER 
FEDERAL 
DEPOSIT 
INSURANCE 
CORPORATION 





NATIONAL ASSOCIATION 


SAN FRANCISCO and other California cities... PORTLAND, Oregon... SEATTLE and TACOMA, Washington 
HEAD OFFICE: 400 CALIFORNIA STREET, SAN FRANCISCO 20 
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zanine area, a comfortable lounge area 
for customers, a circular vault faced 
with red mosaic tile, a ceiling that simu- 
lates a star-studded sky, and a huge 
world globe. 

Operations features include closed- 
circuit television between the teller area 
and accounting room. The main entrance 
and parking lot entrance are serviced by 
motor-driven doors. Liberal use of glass 
walls add to the spacious appearance 
of the building. 
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Pneumatie Tubes. TV. 
Link Banks With Drive-Ins 


Both the Mercantile Bank and Trust 
Company and Traders National Bank are 
serving the motoring public of Kansas 





Quarter-mile route 


City, Missouri, with off-premise drive-in 
banking installations that fully comply 
with Missouri’s no-branch-banking laws. 
All drive-in transactions are completed 
within the banks’ main quarters by means 
of pneumatic transmission between the 
drive-in units and the bank buildings. 

Quarter-mile route. One pneumatic 
tube installation connects Mercantile 
Bank and Trust’s building with its 
Motoramic bank some 1,250 feet down 
the street. The drive-in unit has three 
drive-in windows and a walk-up teller. 
The installation is served by two air 
tubes and a closed circuit television cable 
laid under Walnut street between the two 
locations. It takes about 30 seconds for 
a tube carrier to whisk a transaction to 
the bank’s counting rooms, where four 
tellers quickly service the account and 
return it by carrier to the drive-in teller. 

The double line in the accompanying 
photograph shows the path of the 15-inch 
concrete pipe that carries the tubes and 
television cable between the two sites. 

Standard hookup. Two drive-in win- 
dows and one walk-up window are now in 
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The world’s 
newest 
mechanized 


ROTARY 
FILES* 


Use present records. No 
punching. No guiding 
area lost to clear retain- 
ing devices. 
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TOUCH-BAR 










DIAL-A-FILE 








Optional 2-way controls 
speed records into posi- 
tion for posting and 
reference. 


For automating the handling of bank 
records ... investigate the magnificent 
new Diebold Rotary Files. They intro- 
duce unprecedented operating conven- 
iences and economies . . . accommodate 
existing records on any grade of card 
or paper stock ... eliminate punching 
and transcribing ... save up to 50% in 
time and space costs. There are 26 
models of Diebold Mechanized Files 
for meeting all requirements in record 
sizes, volume and activity. Note the 
distinctive swept-back design that pro- 
vides extra knee room. Write today for 
descriptive literature on the world’s 
newest and finest mechanized Rotary 
Files. DIEBOLD, INC., CANTON, O. 


DIEBOLD 


OFFICE 
EQUIPMENT 








SERVING BUSINESS FOR 99 VEARS 















Styled 
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Loewy Associates. 








Records revolve in up- 
right position .. . travel 
shorter way to working 
level. 
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SIGNATURE CARDS 

LOAN RECORDS 

MASTER DECK TAB CARDS 
CONSUMER CREDIT RECORDS 
CENTRAL INFORMATION FILE 
CROSS INDEX RECORDS 
SCIENTIFIC ACCOUNT CODING 
ADDRESSING PLATE HOUSING 








Diebold, Inc. 
Dept. OE-28 + Canton, Ohio 

Please send complete details about your new 
Rotary Files for our 





records. 
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Individual Title 

Street 

City. Zone. State. 
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Drive-in teller (left) dispatches tube to the terminal cage (right) located in the main building 


Pneumatic tubes form a vital link in drive-in service at the 


operation at Traders National. A 220- 
foot pneumatic tube carrier connects the 
bank with facilities at its motor garage. 
Most banking transactions are handled at 
the drive-in windows. The terminal cage 
on the second floor of the bank building is 
located adjacent to the transit depart- 


ment, enabling these tellers to hasten the 
flow of items into the central proof de- 
partment. 

The photographs above show a carrier 
being launched in the tube at a Traders 
National drive-in window, and the ter- 
minal cage where tellers remove the 








Certain standard brand items can 
pers be bought safely from the 
ow bidder. Certain contractual ac- 
quisitions, such as machinery and 
buildings, can also be bought safely 
from the low bidder provided the 
buyer employs engineers and archi- 
tects to protect his interests. Dia- 
monds, oriental rugs, and certain 
other items cannot be bought on 
price alone. 


We wonder if bank checks can now 
be bought safely from the low bidder. 
There was a time when they could 
be because it was easy to compare 
quality and delivery time was flexible. 
Now that they bear printed account 
numbers and constitute source docu- 
ments upon which banks will depend 
for accurate mechanical posting and 
sorting, and further, because fast, 
uninterrupted deliveries are inte- 
grated with fast, uninterrupted pro- 
cessing, we are inclined to believe 
that the reputation of the supplier is 
more important than any written 
specification. 


THE LOW BIDDER 





With the introduction of magnetic 
ink coding, quality is going to be 
harder to check because appearance 
alone will not insure accurate han- 
dling in the fast, sensitive devices 
now in production. Lacking ade- 
quate, identifiable “signal strength,” 
the coding can’t be read by the ma- 
chines, and what the machines can’t 
read they can’t handle. You can’t 
measure signal strength with the 
human eye, so here again you must 
rely upon the reputation of the 
printer. 


Fortunately, experienced printers are 
never too far off on competitive 
pricing. Differences will always exist 
on certain items but the over-all 
outlay will not vary to any extent. 
Generally speaking, DeLuxe price 
schedules are competitive, but most 
banks sell DeLuxe checks instead of 
providing them free so their net 
expense is lower. Regardless of the 
savings promised by automation, you 
can’t get away from the fact that “the 
checks you sell cost you nothing.” 
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CHECK PRINTERS 


Manufacturing Plants at: 
CLIFTON, PAOLI, CLEVELAND, INDIANAPOLIS, CHICAGO, 
KANSAS CITY, ST. PAUL, DALLAS. CHATSWORTH 





Traders National Bank 


cartridge and quickly complete the trans- 
action. 
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Savings and Loan Tie-Ups 
With Supermarkets 


While legal counsel for the First 
Federal Savings and Loan Association, 
Chicago, prepares for a court battle to 
keep alive its transaction transmittal 
plan with a supermarket chain, banking 
and savings and loan officers are stand- 
ing on the sidelines, viewing the litiga- 
tion with marked interest. 

The court decision will decide whether 
or not First Federal can continue to 
receive money for customer -accounts, 
withdrawal applications and loan pay- 


Controversial grocery unit 
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Cunneen specialized 





cesion‘’? 


Let’s suppose that you were to invite two 
designers—one who had worked in a bank 
and one who had not—to submit designs 
for your bank’s renovation project. 
Their sketches would probably look 
alike in many ways—but the plans on 
which they were based would reveal many 
differences. The designer with banking 
experience would put it directly to work 
solving the problems involved in your 
daily operations. His design would have 


function as its core. 


This is a hypothetical case because 
there are few if any bankers who have be- 
come top industrial designers. That is why 
we have developed the team approach to 
solving banking’s physical problems 
through design. 

Every phase of your operation is first 
analyzed by a group of men experienced 
in banking .. . and their findings serve 
as the basis for the creation of fresh but 
workable plans by our skilled industrial 


designers. 
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The results are greater inbuilt efficiency 
. . . lower design and construction costs 
. . . lessened operating expenses—and a 
definite business upswing. 

That — and much more — lies behind 
Cunneen specialized bank design. Wheth- 
er the project you have in mind involves 
limited remodeling or an entirely new 
building, we would like to point out first- 


hand the many advantages of our services. 


The best time to investigate the worth- 
while differences Cunneen design can 
make in your operations is at the very 
beginning of your modernization discus- 
sions. We shall be glad to have our rep- 
resentative meet with you at your con- 


venience — at no obligation, of course. 
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Designers of Distinctive Buildings 
for Financial Institutions 


1622 Chestnut Street, Philadelphia 3, Pa. 


New York © Chicago ® Los Angeles 








One of nine savings-loan branches in San Antonio food chain 


ments from nine metropolitan Chicago 
stores of the National Tea Company. But 
the far more encompassing question at 
stake is whether this agency-type agree- 
ment between the financial institution 
and the food chain constitutes a branch- 
ing operation. 

F.H.L.B. rejects plan. The Federal 
Home Loan Bank board has already 
ruled that the program inaugurated 
March 24 is in violation of the rules and 
regulations of the Federal Savings and 
Loan System, and has ordered First Fed- 
eral to terminate the plan. First Federal 
countered by filing suit for a declara- 
tory judgment in the Federal District 
Court to determine the basis for the 
F.H.L.B. order. 

Proponents of the plan, called the 
National Savings Transmittal Service, 
contend the program is nothing more 
than the name implies. Morton Bodfish, 
chairman and president of First Federal, 
and also a former member of the 
F.H.L.B. board and long-time executive 
manager of the United States Savings 
and Loan League, sees the program as 
an extension of supermarket services to 
aid the housewife in carrying on her 
financial transactions while she shops. 

An attorney’s opinion, sought by First 
Federal before entering into the agree- 
ment with National Tea, held that the 
service is merely a method of transmit- 
ting communications between First Fed- 
eral’s customers and the association’s 
office, “‘much the same as communica- 
tions are presently accepted through the 
medium of the United States mail.” 

The Home Loan Bank board, however, 
points to the agreement as establishing 
agencies for the savings and loan asso- 
ciation without approval of the board, 
and further points to two sections of the 
Federal Savings and Loan System’s rules 
as regulations that the board feels are 
being violated. 

Plan proving popular. Meanwhile, early 
acceptance of the program in the nine 
supermarkets has indicated to officers 
of the association and National Tea alike 
that the service is meeting with the 
approval of the public. No fee for the 
transmittal is paid to the food chain. 
They consider the operation as good 
business. The customer service centers 
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in the stores, shown in the artist sketch 
on page 20, were established before the 
present agreement with First Federal. 
The centers provide check cashing, money 
orders and payment for utility bills. 

The system has its counterpart in 
Houston, Texas, where the Benjamin 
Franklin Savings and Loan Association 
works under a contract with the J. Wein- 
garten, Inc., food chain. Twenty-five 
supermarkets accept money for cus- 
tomers’ accounts and also applications 
for new accounts and forward these 
items to the association. 

About 60 to 65 per cent of association’s 
new accounts, share payments and with- 
drawals were originally a part of the 
plan. Withdrawals, however, have been 
discontinued. The transmittal service 
has been in operation since 1955. The 
association’s management is pleased with 
the results. 

Supermarket branches. The supermar- 
ket tie-up is also in operation in San 
Antonio, Texas, where the San Antonio 
Savings and Loan Association has estab- 
lished branch offices in the lobby areas 


of nine Handy Andy stores. A central 
bockkeeping system enables customers 
of the association to go to any branch 
to transact their business. The lobby 
branches offer from three to five teller 
windows. To date, these offices have been 
open 66 hours a week to provide maxi- 
mum service for supermarket customers, 
Staggered work shifts are used, so that 
no staff member works more than a 40- 
hour week. 

The San Antonio program has been 
a success. Figures released by manage- 
ment reveal that 75 per cent of the asso- 
ciation’s savings transactions are han- 
dled by the 10 branch offices, which 
include only one conventional branch. 
These offices also account for some 35 
per cent of the loan payments. 
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Pension Plan Manual 


An Introduction to Pension Plans, a 
new manual outlining the purposes, prin- 
ciples and advantages of various plans in 
use at 197 banks, has been published by 
the Personnel Administration Commis- 
sion of The National Association of Bank 
Auditors and Comptrollers. 

Insured plans, self-administered pro- 
grams and variations of these as well as 
costs and tax factors are discussed in de- 
tail. In addition, the book contains sam- 
ple pension plans for correspondent banks 
and state banking associations. 

Copies of the manual are available at 
$2 each to N.A.B.A.C. member banks 
and at $4 each to nonmembers from 
N.A.B.A.C. headquarters, 38 South Dear- 
born Street, Chicago 3, Illinois. 
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Trust Pamphlet Series 


Small stuffers inserted in statements 
and other customer mailings are being 
used by The Bank of Madison, Wisconsin, 
in a comprehensive advertising campaign 
for its trust department. 

Twelve small pamphlets have been 


Trust pamphlets pinpoint the many services available 
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designed to promote the many services 
a trust department can perform for the 
bank’s customers, and the brightly col- 
ored mailing pieces tell the story effec- 
tively with short blocks of copy and 
cartoon illustrations. 

Trust department officers interested in 
this program may write to Arthur W. 
Jones, vice-president and trust officer, 
for samples of the enclosures. 
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Mobile Home Financing 


Past and present experiences banks 
have had with mobile home paper have 
placed it on a par with automobile in- 
stalment credit, according to the 7th 
annual report of the Mobile Homes Manu- 
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Important source of loans 


facturers Association. A trend towards 
lengthening of terms was also established 
by the study. It covers operations of 371 
banks and finance companies. 

Total sales of $588,803,700 during 1957 
brought total mobile home paper out- 
standing close to the $1 billion mark. At 
the present time, 1,100 banks and 200 
finance companies are financing retail 
mobile homes and travel trailer homes, 
according to the report. 

Copies can be obtained from the Mobile 
Home Manufacturers Association, 20 
North Wacker Drive, Chicago 6, Illinois. 
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Area Development Meeting 


Representatives from banks in 33 








States were apprised of the workings of | 
area development, when they attended | 


the National Development Credit Corpo- 
ration Conference held at the Federal 
Reserve Bank of Boston. 

Stimulate business. Speaking in behalf 
of these state organizations established 
to pool capital and make business loans 
to evelop the economy of their individual 
States, business leaders urged _ the 
country’s bankers to develop corporations 
Similar to the ones that have already 
enjoyed success and bolstered economies 
of ‘he northeastern states. 

‘ighlighting the theme of the meeting, 
Joseph A. Erickson, president of the 
Fe:'eral Reserve Bank of Boston, said, 
“Institutions that provide funds for de- 
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4 seconds” 


The “Thermo-Fax” Copying Machine 


How bank officers get comptroller’s 
daily Resources and Liabilities Report 
in 5 minutes; save 2 hours a day! 


The 4-second speed of All-Electric copying has made a 5-minute job out 
of a tedious two-hour daily retyping chore. Could you use time-saving 
like this? A ‘‘Thermo-Fax’’ Copying Machine makes copies of original re- 
ports, statements or other financial records by an exclusive dry process. 
No chemicals or liquids as in slower copy methods. You get speed, ease and 
simplicity no other method can match. You save time. You save money. 
See the modern way to copy soon in your own office. Call your nearby 
dealer, or send coupon for details and helpful new communications idea book. 


MINNESOTA MINING AND MANUFACTURING COMPANY 


where RESEARCH is the key to tomorrow 
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Thermo-fax 


WY copYING PRODUCTS 
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IN @ SECONDS 


Minnesota Mining & Manufacturing Company 
Dept. KR-58, St. Paul 6, Minnesota 





Send full details of the dry process THERMO-FAX “Secretary” Copying Machine 
and my free copy of your helpful new book, Better Business Communications. 


Name 





Bank 





Address 





City Zone State 
“Thermo-Fax” and “Secretary” are 3M Company trademarks 
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friendly 


effective 


service 


Serving the 
banking needs of 
the Pacific Area with 
every professional 
skill and personal 


courtesy 


international banking department 


Member FDIC 


NATIONAL BANK OF 
COMMERCE OF SEATTLE 
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Contest-Quiz Offers 


: d 
150 PRIZE MONEY 


— Cut or tear along lines and use this as entry — 


ENTRY FORM 


. What was the amount paid to employees last year in salaries and wages?” 
$12,602,976.12 


. In 1957, what were Mellon Bank's average daily deposits? 
$1,686,000 


$9,320,118.19 $14,510,976.37 


$1,450,000 $1,700,000 


. How many offices did we have in operation at the year-end? 


. Which item provides the major part of Mellon Bank earnings? 
Interest on Loans 


Interest and Dividends on Securities Fees 


. Which item of expense is the only one higher than that paid to employees 
in salaries and wages? 
Dividends to Stockholders 


Provision for taxes and assessments 
Interest Paid 


Name 





Division or Office 





Teaser campaign stirs employee interest in report 


velopment credit corporations are con- 


| tributing to the public interest by stimu- 


lating employment and income.” 
Arthur F. Maxwell, president of The 

First National Bank of Biddeford, Maine, 

and a founder of Maine’s development 


| credit organization, added that the prob- 


lems of obtaining capital are “aggravated 
by our tax structure which siphons off 
approximately one-half of net profits, 
making it difficult for small businesses to 


| accumulate capital for expansion.” 


Supplement other programs. Many of 


| the speakers agreed with Northeastern 


Conference Chairman Francis P. Bren- 
nan, who explained that the times seem to 
dictate a strong reliance on direct govern- 
ment assistance, but who stressed that 
the states might better handle projects 


| of this nature themselves. 


Pointing to the successes of the north- 


| eastern development credit groups, other 


speakers alluded to the support gained 
from top-notch business and _ financial 
leaders, and noted that the pooled re- 
sources provided funds to fill the vacuum 
that could not be handled by an individ- 


ual bank or insurance company. 
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Ad Expenditures 


Bank appropriations for advertising 
exceeded the industry’s own expectations 
during 1957, according to a recent study 
by the Financial Public Relations Asso- 
ciation. The survey is based on figures 
from 327 banks. It was compiled by the 
Georgia State College of Business Ad- 
ministration, Atlanta. 

Banks in the $50-100 million deposit 
class showed the greatest increase in ad- 
vertising over the previous year. They 
accounted for a nearly 30 percent in- 
crease in appropriations, while more than 
a 20 percent increase was reported by 
banks in the $150-300 million class. 

Average expenditures ran from $3,400 
in the $1 million to $5 million class to 


$387,200 in the $500 million and over 
category of reporting banks. 

The report shows that newspapers were 
again the most popular medium used, fol- 
lowed by radio and television, which were 
in a virtual tie. Institutional advertis- 
ing continues to account for the majority 
of advertising dollars, with savings ac- 
counts and instalment loans showing 
gains. 

The report, Analysis of Commercial 
Bank Advertising Expenditures, is avail- 
able at $1 per copy from the Financial 
Public Relations Association, 231 South 
La Salle Street, Chicago 4, Illinois. 


+ e e 


Annual Report Quiz 


Annual reports provide employees with 
a great deal of helpful information about 
the bank. The Mellon Bank, Pittsburgh, 
Pennsylvania, held a quiz contest based 
on its report, offering prizes of $25, $15 
and $10 to the top entries. 

Highlight of the 10-question quiz was 
the essay section, in which staff members 
answered such questions as “Why do 
employees play such an important part 
in the bank’s business?” and “What are 
the things that have made Mellon Bank 
one of the nation’s leading banks?” 

The contest, which was publicized in 
the bank’s house organ, as shown above, 
drew excellent reception, helping man- 
agement in its education of the staff. 
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Probate Docket 


The First National Bank of Mansfield, 
Ohio, is using an ingenious probate 
docket as an excellent public relations 
tool. 

Designed by Assistant Trust Officer 
Donald E. Smith as a tickler system for 
the initial review of the progress of each 
estate, the docket is arranged in order 
of the normal processing of an estate. It 
contains appropriate notations regarding 
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A Tradition of personal service 


What do you look for in a city correspondent? 
Strength? Stability? Sound Management 
Policies? Comprehensive Service? 

At The Northern Trust Company you will 
find these elements, and in addition, the plus 
factor . . . a tradition of personal service. 

In Chicago, we offer the assistance of a staff 
long experienced in correspondent banking, 
sincerely interested in adapting our services to 
the needs of your Bank and your Customers. 

To speed the processing of your items, we 
maintain a night clearing staff, have arrange- 
ments for Air Mail Field Pickup and clear our 
Post Office box hourly . . . around-the-clock. 


hee 


NORTHERN 


Northwest Corner LaSalle and Monroe Streets 


Chicago, Illinois ¢ Financial 6-5500 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


May, 1958 


The combination of these services can clear 
your checks hours—even days—sooner, de- 
pending on where your bank is located! 

When next in Chicago, plan to spend some 
time visiting us at The Northern Trust Com- 
pany. We will be happy to show you our 
modern equipment: and explain how you can 
benefit from our comprehensive Personal 
Service. 


“Suggested Services for Crmpenints Banks’’: 
54 helpful services described. 
Write today for copies of this 
informative new booklet. 





RUST 


BANK 












25 








ESTATE PROCEEDINGS 
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ESTATE PROCEEDINGS 





Adion 
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Requirements * 





Notice of inventory 





For insurance claims 


a anvsneaenmemnisens 


1 pecs ~ make copies a In form suitable for certification 


Death Certificates — os ain 


2145.04 





1. History Sheet 1, Complete on first interview 


2 Reo! ‘Sutate Sheet — 2. Obtain adequate insurance 


At least five days before taking in- 
ventory — to surviving spouse. 
Or obtain woiver 








2.| Application to Probate Will 


On presentment of Will 
2107.11 ‘ 


Confirm with Approisers 
Appraisers’ Fees $. 








2117.20 








} Noti ice to Spouse and to next of kin 
2107.13 


Submit with application 


. | Widew $_.._._.._ Paid 
Children $_____.__Paid 


Pay on approval of inventory 





Value of Exempt Property 
2315.13 





Waiver of Notice (by spouse ond 
next of kin) Submit with application 
2107,13 (2) 


$. 








Inventory and Appraisal 
2135.02 


File within thirty deys after 
appointment 








As-soon as Will filed 
Notify witnesses to Will to testify 1. 

2107.14 

Witness as Legatee — 2107.15 





cement — —4 


2113.69 


Report of newly discovered assets 


Thirty doys ofter discovery 





Hearing on approval 














2135.16 








Thirty days after inventory filed. 
Notice may be waived 











Ohio bank’s step-by-step analysis of headway being made in estate proceedings 


the time and statute numbers affecting 
each step. 

Anyone interested in receiving a copy 
should contact W. A. Stroud, assistant 
cashier and director of public relations, 
First National Bank of Mansfield, P.O. 
Box 398, Mansfield, Ohio. 
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Insurance Pool Reduces 
Blanket Bond Rates 


The Surety Association of America 
has revised its excess rating procedure 
for commercial banks. 

Under the program which went into 
effect April 9, 


S.A.A. members will 





provide reduced premium charges in the 
excess area of Bankers Blanket Bonds, 
Standard Forms 2 and 24, in addition 
to offering lower charges for Employee 
Dishonesty Blanket Bond Form 28. 

Top base. In reducing the underlying 
amounts previously required on Form 
28, the S.A.A. designated as its base the 
higher amounts in the table of sug- 
gested amounts of blanket bond coverage 
adopted by the American Bankers Asso- 
ciation’s Insurance and Protective Com- 
mittee in June, 1957. 

The new schedule on Form 28 will 
enable a bank with deposits totaling 
$3-million to $5-million to obtain cover- 
age for $450, compared to $990 under 


previous rates. The same bank can obtain 
coverage on Forms 2 and 24 for about 
$118 less. 

Annual contract. The new rates are the 
result of a pooling of funds by S.A.A. 
members to form the Excess Bond Rein- 
surance Association. The E.B.R.A. pro- 
gram calls for member companies to 
issue their own policies for periods of 
one year, rather than up to three years 
as before. 

Members, including such insurers as 
Fidelity and Deposit of Maryland and 
United States Fidelity and Guarantee, 
will turn over 70 per cent of the pre- 
miums to E.B.R.A., which will pool its 
collections and pay out claims from these 
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COUNTER SETS 


BALL OR FOUNTAIN 


Dor Better 


Customer Service 


CHANGEPOINT COUNTER SETS ARE AVAILABLE FOR 30 DAYS’ 


FREE TRIAL. CONTACT YOUR LOCAL REPRESENTATIVE 


Western: Arch K. Ansty Co., 171 2nd St., 





d 3-7965 545 South Rockford 





San Francisco 


Atlantic: Kamak Sales Agency, 1130 Applegate Ave., Elizabeth, N. J. 
Mid Continent: Joseph F. Kobek, 5348 No. Melvina Ave., Chicago 30 
N. Y. State & New England: Chas. J. Wright, Box 665, Tuxedo Park, N. Y. 


FOUNTAIN PENS e 


BALL PENS e 


DESK SETS e COUNTER SETS e 


TULSA 20, OKLAHOMA 


PERPETUAL CALENDARS 
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funds will be returned to members. If 
there is a deficit, members will be 
assessed according to their participation 
in the bank surety program, which was 
also the basis for their contribution to 
bring E.B.R.A. into reality. 

Further details about the program can 
be obtained from The Surety Association 
of America, 60 John Street, New York, 
New York. 

* * + 


Glimpse of the Future 


An excellent series of bank advertise- 
ments highlighting the next 100 years 
of Minnesota’s farming, natural re- 
sources, communications, industry, bank- 





hold for our area’s farming? 








funds. At the end of the year, any excess | 


| 
What do the next 100 years | 








Ultimate in mechanization 


ing and family living have been bound in 
brochure form by the First National 
Bank of Minneapolis in its new booklet 
Dawn of A New Century. 

Based on individual interviews with 
the state’s leaders in industry and agri- 
culture, the advertisements are not unlike 
recent promotions by other banks aimed 
at business development. The series is 
especially timely for First National. The 
bank has just concluded 100 years of 
service and is looking forward to the 
coming century. 
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Conference Theme: 
Courage in Lending 


The urgency for continued effort to 
develop sound instalment credit programs 
in the nation’s banks and a plea to keep 
government-sponsored recession remedies 
at a minimum were key issues discussed 
at the National Instalment Credit Con- 
ference in Chicago. The meeting, spon- 
sored by the American Bankers Associ- 
ation’s Instalment Credit Commission, 
attracted some 1,700 bank lending officers. 

Confidence needed. William F. Kelly, 
chairman of the A.B.A.’s Credit Policy 
Commission, and president, The First 
Pennsylvania Banking and Trust Com- 
pany, Philadelphia, asked for courage 
and confidence on the part of bank lend- 
ers in the months ahead. Citing recent 
slow-downs in both the automotive and 
home appliance fields, he stated that 
“lenders are faced with a bit of a psycho- 
logical problem because there is a 
natural reluctance to lend with any great 
freedom during a period of business re- 
cession. I am convinced, as are many 
others, that courageous lending in the in- 
Stalment field was one of the prime fac- 
tors that helped the nation emerge from 


May, 1958 


MONEY ENGINEERING 





Applied banking science 
Speeds transit service 





Union Bank’s Research & Engineering 
Department has provided many unique 
banking techniques to correspondents 
throughout the world. 


Through a study of men, methods 

and machines, Union Bank has devised 

a transit system that outraces clock and calendat 
to reduce substantially the time required 

to clear your transit items. 





Call, wire or write today. 





LOS ANGELES + EIGHTH & HILL STREETS - MAdison 6-8441 
Teletype LA 501 * Bank Wire SLUN 


Member Federal Deposit Insurance Corporation and Federal Reserve System 
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BANK-by-MAIL 
ENVELOPES 


They’re custom-made expressly 
for your bank. Your Tension 
Bank-by-Mail envelopes carry 
the design of your choice. They 
advertise your own specific serv- 
ices. No “canned” copy. 


Your customers will appreciate 
how easy and convenient they 
are to use. And artlining — in 
FDIC or custom design—insures 
privacy as well as added bank 
prestige. 

You save time and money using 
Tension Bank-by-Mail envelopes. 
Perforations tear quickly and 
evenly. Deposit slips are de- 
signed for speedy processing. 
Write now. See how Tension 
Bank-by-Mail envelopes can 
bring more bank business. Ask 
about Drive-In banking enve- 
lopes, too. 


FREE SAMPLES 


ENSION ENVELOP 


A 


— Mail Coupon 


Tension Envelope Corporation 
823 East 19th Street 
Kansas City 8, Missouri 


Please send me FREE samples of Tension 
customized Bank-by-Mail Envelopes. 


Name 


Title 








Firm Name. 


Address. 








City. Zone___State. 
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Award winners form bulk 


the depths of the depression of the 30’s. 
In view of our broad experience over the 
past 20 years, only a small measure of 
that same courage and confidence is 
needed to do an adequate job in 1958.” 

Conference members heard leaders in 
the automotive, boating, and home appli- 
ance fields forecast trends in their par- 
ticular industries. 

Other topics discussed were credit 
policies, price stability, property improve- 
ment loans, automobile and miscellaneous 
financing, and management’s view of in- 
stalment credit. 

Group discussions. One of the meeting’s 
highlights this year was the separation 
of lending officers into 13 discussion 
groups to review particular problems 
of instalment credit. General agreement 
was: that 1958 may become the first 
postwar year without an increase in 
instalment credit outstandings; each 
bank’s lending policy must be kept flex- 
ible enough to stay in tune with chang- 
ing conditions and the customers’ require- 
ments; terms should not be lengthened; 
there will be greater competition for a 
smaller volume of business and greater 
risk of reaching too far or scraping too 
low to meet that competition; and the 
inroads being made by finance companies, 
company credit unions, and finance com- 
panies created by appliance manufactur- 
ers have attracted many customers away 
from banks. 

Automotive and appliance industry 
executives described the marketing prob- 
lems of their respective fields and urged 
lending officers to educate retail dealers 
in sound financing and expand consumer 
credit to get consumer durables rolling 
again. Speakers referred to projected 
population gains and product research as 
two important segments in the market 
that promise potential sales many times 
greater than present volume. 
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Australian Art Display 


More than 10,000 people were attracted 
to an art exhibit recently staged by The 
English, Scottish and Australian Bank, 
Ltd., Melbourne. 

The display included a selection of the 
best pictures taken from the three most 
important art competitions in Australia; 





of traffic-stopping exhibit 


the Archibald Prize of portraits, the 
Wynne Prize for landscapes, and the 
Sulman Prize for the best general paint- 
ing, design or mural. 

There was such a steady stream of 
visitors that the bank had to keep the 
main lobby open after banking hours, as 
shown above. 
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Bank-by-Mail Innovations 


The Peoples Savings Bank of Evans- 
ville, Indiana, and The Philadelphia 
(Pennsylvania) Saving Fund Society 
have developed unusual promotions to 
spur their bank-by-mail business. 

Peoples Savings has drawn a valuable 
assist from Uncle Sam in its effective 
lobby display, shown below. The mail 
box was loaned to the bank by the local 
post office, and the bank emphasized the 
free postage for customers using the 
service. 

PSFS, meantime, literally tucked its 
savings deposit slips under the arms of 
hundreds of thousands of people in the 
Philadelphia area, by reproducing its 
deposit slip in a two-column advertise- 


Realism helps campaign 
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- together in the Florida National Group to serve your Florida 
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MEMBERS FEDERAL DEPOSIT INSURANCE CORPORATION 





* OVER $49,000,000 IN CAPITAL FUNDS 
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ment in the Philadelphia Inquirer. 

All a depositor had to do was fill out 
the deposit slip coupon, clip it and mail 
it to the Society office. New accounts 
could also be opened by using the same 
forms. 

The ad was run three times in April, 
gaining significant response, according 
to PSFS officials. 
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Mortgage Insurance Plan 


A new mortgage insurance plan is 
being offered to the nation’s mutual 
savings banks. The program offers two 
types of coverage. The first would provide 
benefits to cover monthly mortgage pay- 
ments up to five years should the owner 
become disabled by sickness or accident. 


The second phase covers these monthly 
payments up to two years in the event 
of his death. The Home Protection Plan 
is underwritten by the United States 
Life Insurance Company of New York 
City. 
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“Wishing Well” Vault 


A space-saving vault was recently in- 
stalled in the Cheektowaga, New York, 
office of the Marine Trust Company of 
Western New York. The circular vault, 
extending half inside the bank and half 
outside of the building, has reminded 
customers of a “wishing well” and has 
been appropriately dubbed with this 
name. 

The exterior of the vault is faced with 
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DURA-GRIP 


THE CHECKBOOK COVER WITH THE SLIDE-IN CLIP 
In 
ROYAL VINYL SHADES 
of Maroon Brown Black 
Blue Green 


CUSTOMERS LIKE IT! 
YOU SAVE THRU — 
Lower filler costs 
Royal Vinyl durability 
One piece construction 


DURA-GRIP IN FLAT STYLE COVER 


This increasingly popular cover provides for 
standard ABA filler and separate register 
record.— Compact, neat, good looking. 


Ask your distributor or write Goaafk ~~ COVER CO. 


Serving banks for over 40 years 
830 Traction Ave. « Los Angeles 54, California 


®U.S. Patent No. 2,488,823 





precision-made 
machine and 

» hand posting 
passbooks 


Samples and 
Prices on Request 








Changeable Utility 
Standard for 
Promotion 
or Holiday Signs 
Request catalog 


of complete line 
of matching fixtures 


WINTERS 


BANK SIGNS 
71-B W. Jersey St. 
Elizabeth 2, N. J. 
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Catches customers’ interest 


fieldstone and a semi-circular rail of 
aluminum separates it from the modern 
bank lobby. The vault, installed by the 
Mosler Safe Company, contains tiers of 
safe deposit boxes and eight tellers 
lockers. 
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Banking Forms 


Two years’ work on the part of author, 
Thor W. Kolle, Jr., has culminated in 
a 980-page book on banking forms con- 
tributed by the country’s leading banking 
and financial institutions. 

Entitled Modern Banking Forms, it 
contains over 450 forms, ranging from 
simple negotiable instruments to the 
more complex documents used by national 
and state banks, safe deposit companies 
and savings banks. Other forms include 
documents on bank organization and 
mergers, Federal Reserve Bank and 
Federal Deposit Insurance Corporation 
requirements, dealer and trust receipt 
financing, safe deposit agreements and 
foreign banking. 

There are also forms covering nearly 
all types of loans, the savings depart- 
ment, dividend disbursement and transfer 
agent operations. 

The book is available at $25 per copy 
from The Banking Law Journal, 89 
Beach Street, Boston 11, Massachusetts. 
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Keeping Employees Posted 


To keep employees apprised of the 
bank’s advertising policies and to remind 
them of the ever-important need of con- 
tinuing the best public relations habits 
possible, the First Camden (New Jersey) 
National Bank and Trust Company has 
developed a program to supply staff 
members with advance proofs of adver- 
tisements accompanied by notes explain- 
ing the bank’s reasons for running 
each ad. 

The descriptive notes concern all com- 
ponents of the ad, such as its theme, its 
illustration, and the selection of the copy. 
The explanation then brings the bank 
employee into the picture and informs 
him how he can make the theme of the 
ad an actual practice inside the bank. 
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Sixteen Banks Celebrate Opening of New, Remodeled Offices 


Quarters designed to increase efficiency, improve customer service and convenience 























Tucson, Ariz. Multi-colored ceramic tile highlights one Ogden, Utah. An older building was remodeled to provide 
end of the new Campbell-Grant branch of the Valley quarters for the new Bank of Ben Lomond. Located in a 
National Bank. A floor-to-ceiling wall of glass fronts beautiful setting, the building’s quaint architecture adds its 
the lobby. Wide overhang adds illusion of lowness to own beauty to the North Ogden area. Remodeling included 

this modern building while protecting customers new windows, fixtures, furnishings and front canopy 
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ST. CLAIR SHORES NATIONAL BANK 





St. Clair Shores, Mich. Although the St. Clair Shores National DeWitt, N. Y. Serving suburban Syracuse, this 

Bank has only been organized less than three years, the bank has Thompson road office The Merchants National 

moved into the modern office pictured here. Note the clean lines Bank and Trust Company offers drive-in service 

of the building formed by Roman brick and aluminum framing. and access-drive parking. Lack of ornamentation 
Two drive-in windows and a large parking lot are featured. intensifies building’s modern lines 











Parma Heights, Ohio. Society for Savings and Society Na- . Forest, Miss. Roman brick, porcelain enamel panels 
tional Bank, Cleveland, has opened this new Parma Heights and glass form the exterior of the new quarters of 
branch in a shopping center. Two drive-in windows serve The Bank of Forest. Interior decorations are of 
shoppers. Note protective canopy running entire width of exposed brick, wood paneling and plaster. Two drive- 
the new building. A community room has been included in windows and a community room are included 











Geneseo, Ill. Sandstone and brick combine in this im- Roswell, Tex. Bold lines present a strikingly attractive 

pressive exterior of new Farmers National Bank. The exterior for the new building of the Roswell State Bank. 

ntrance lobby includes a 24-hour bank depository serv- Spaciousness is the theme of the bank’s new home where 
ices and a rear entrance serves a parking lot 8,400 square feet of space speed banking operations 
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I AOR SAAS TRUS LOM PARE. 


Bank Building Corporation of America 
Galesburg, Ill. Remodeling and enlarging the 78-year-old Columbus, Ga. This $1% million new home of the 
quarters of the First Galesburg National Bank and Trust Columbus Bank and Trust Company has a marble, 
Company required near-complete rebuilding of the bank. granite, glass and aluminum exterior covering its five 
Operations were continued during the complete renovation floors. Interior features include a 24 foot long, hand- 
which increased operating space by 50 percent carved directors’ table and a paneled lobby 








” guggy RATIONAL GANK OF ARIZONA 








simecctne COE 
ee ccc 








Bank Building Cor soalben a America _ - ; 

Carroll, Ia. Contrasting brick treatment and Phoenix, Ariz. Unusual treatment of horizontal lines adds to the 
large expanses of glass add to the beauty of sweeping beauty of this new branch of the First National Bank of 
the new Commercial Savings Bank building Arizona. Sculptured blocks add to interest of bank’s face 

















, . y A ‘i Bank Building Corporation of America 
Reno, Nev. Contemporary design is featured in Rushville, Neb. Glass and aluminum, accentuated by redwood over- 


the new Spokane Street branch of the First hang and Roman brick base, give open, airy look to new home of 
National Bank of Nevada. Horizontal lines add the Stockmen’s National Bank. Drive-in facilities are at rear of the 
look of lowness to this new office building. Note design of display sign 




















San Francisco, Calif. The new Woodside Road office of the Worcester, Mass. The newly-opened fourth office of the 

Wells Fargo Bank features entrances at both ends of the Guaranty Bank and Trust Company features functional 

building highlighted by adobe colored stone contrasting with design in a modern setting. Red brick and aluminum 
tan stucco walls. Inside, the lobby is two stories high paneling offer contrast to the two-story building 
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Any way you look at it... 
it’s a mobile home 
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Any way you look at mobile home insurance 
Old Republic has the answer 


Seventy-seven percent of the three million Americans who live in mobile homes finance them 
on a basis which is sound and profitable to many hundreds of financial institutions. You can 
attract more mobile home financing with a more comprehensive, specialized insurance program. 


The Old Republic ®@ Credit life—Credit accident and sickness 

Companies areaone-stop @ Fire—Theft—Combined additional coverage 

insurance market for ®@ Personal effects—Collision 

all types of mobile ® Vendor's single interest, which protects the lender against 
home coverages: secretion, embezzlement and conversion. 


Mobile home financing can be the best fortified risk of all the instalment loan classifications. 


Old Republic 4X Old Republic 


Life Insurance Company \ Ly Insurance Company 
Chicago 1, Illinois mat 


Greensburg, Pennsylvania 





ONE WALL STREET 
home of 


I Our nNaAn be ah SoMmeETIMES being an expert is as simple as 


knowing how to get just the information 


at a) you need at the moment you need it. 





That is exactly what your man at the 
Irving can do for you. For through the 
Irving Trust Company there flows a con- 
stant stream of information gathered from 
a world-wide banking system. 








The sources of information are many 
and varied. The bank wire, broad tape 
ticker, credit files, and quotations from 
the trading tables daily measure the pulse 
of business. Add to this an intimate and 
timely knowledge of economic health in 
foreign countries gained through a global 
network of bank correspondents and you 
have a rich resource on which you or 
your customers can draw. 
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The specific facts you want and need 
can be as near as your telephone. Look 
upon your man at the Irving as a member 
of your own staff and consult him freely. 


IE Pe Foe Be Foe, 





Through your man at the Irving: Fast 
Transit Service. World-wide Collections. 
Credit Information. Portfolio Analysis. 

-~- Experienced Consultation. Safe Keeping 
of Securities. 





IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $130,000,000 Total Assets over $1,500,000.000 
Ricuarp H. West, Chairman of the Board Georce A. Murpny, President 
Domestic Banking Division—No tan HarriGan, Senior Vice President in Charge 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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President David M. Kennedy speaks at one of the sales 





TO MAKE CALLS MORE EFFECTIVE 


Uporading Bank Salesmanship 


Meeting the challenge of increased business complexity. 
expansion of bank services, and heightened competition 


HE task of selling bank services 
T has changed substantially since 
the young men who became to- 
day’s senior officers made their first 
calls on customers and prospects. Busi- 
ness generally has grown in complex- 
ity, and bank services have expanded 
and altered to meet these changing 
needs. Competition among _ banks 
Seems to have increased to an even 
greater extent, certainly for the large 
and the otherwise most desirable ac- 
counts. To be effective, bank selling 
today must be all-around better than 
What was “good enough” a couple of 
decades ago. 
This in no sense means that all 
bank selling in the past, or even most 
of it, was poor in quality. Today’s out- 
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By 
A. GORDON BRADT 


Second Vice-President, Continental Illi- 
nois National Bank and Trust Company 
of Chicago, Chicago 90, Illinois 


standing financial institutions could 
never have attained their stature if 
that had been the case. In our own 
bank, certainly, some of the old-timers 
who have long since retired, as well as 
today’s seniors, proved themselves 
masters at the art of presenting the 
bank’s advantages to financial officers 
and individuals. 

But the fact remains that Continen- 
tal Illinois management felt the need 
for communicating more effectively to 
customers and prospective customers 





sessions, showing top management interest 


our institution’s improvement of old 
banking services and the addition of 
new services that business and 
individuals might profitably utilize 
through a banking connection with us. 
The problem was discussed extensively 
and intensively within the bank. The 
need we visualized was to indoctrinate 
our entire staff with an up-to-date 
review of how to make contacts with 
customers and prospects. In terms of 
management planning, we also needed 
to spread this program across the 
entire personnel that is directly in- 
volved in selling, to develop capable, 
versatile, well-equipped talent in the 
various age groups. 

For many years this bank has made 
good use of education and training 














Mr. Bradt (center), in charge of education and training, reviews program with 
Senior Vice-President R. A. Aishton (left) and J. K. Waibel, advertising manager 


They find the course definitely improved calls on customers 


for all staff members. Therefore it 
evolved naturally that we began think- 
ing about what we might hope to ac- 
complish by a sales education and 
training program. As the idea grew, 
we became convinced that we could 
and should undertake such an institu- 
tional sales program, and apply it to 
the bank’s current selling activities. 

For material we had ready at hand 
the rich collective experience of the 
bank’s officers who had come up 
- through the ranks by outstanding per- 
formance in selling our institution’s 
services, as well as the strictly current 
experience of the younger men who 
are the numerical majority of the 
force we have out in the field right 
now. Each one of them, particularly 
the seniors, certainly had stored away 
in his memory a world of case-study 
material from his own work on the 
firing line. So we set about the dual 
task of outlining a curriculum and 
mining out the material that this 
would require. 


UR institutional experience in 

education left us with no doubt as 
to the most effective way of presenting 
the material, once we obtained it and 
got it organized. For working with a 
relatively small number of alert, well- 
educated adults the panel method has 
proved itself a practical training tool 
that adds the advantages of student 
participation through open discussion 
after the original presentation. The 
problems here are: first to organize 
the panels; and, then to assist them 
in making the best possible use of the 
time and material. 

During the long term of months 
while we were at work preparing all of 
the component parts of the total task, 
we saw to it that the minds of the 
prospective students were prepared 
for what we purposed doing. Various 
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reminders and suggestions about sales 
techniques were directed to these peo- 
ple. As the final advance effort we 
circulated to our selling force a brief 
52-message reading course on “Pro- 
fessional Selling.” This course, ob- 
tained from an outside service, was in- 
tended by its designers to be used one 
lesson per week for a year. We started 
out that way, but found the leaflets 
had a tendency to pile up amongst the 
unread literature of the recipients, 
particularly those men who work un- 
der maximum pressure and are trav- 
eling much of the time. Once we made 
this discovery, we sent out the entire 
remainder of the reading course in a 
binder, with a request that it be read 
by a certain time and returned for 
passing along to the next man on the 
list. This worked out better than the 
piecemeal approach. This preliminary 
phase provided a springboard for our 
own program, and accordingly we 
went to work to build it. 

Because the potential sources of the 
necessary case-study material are of- 
ficers and younger men who are pri- 
marily occupied with banking respon- 
sibilities rather than education, the 
one good opportunity to get this mate- 
rial was by talking with them at odd 
times. So we sat down with these men 
at their desks and discussed the prob- 
lems, encouraging reminiscences of 
past sales and taking notes as needed. 
The exploration covered not only com- 
mercial banking but also foreign, 
trust, bond, savings, and operating 
departments, since our purpose was to 
sell all bank services, not just a cer- 
tain few. In the eventual scheduling 
of the course it would, we recognized, 
be essential to allot time to each of 
these separate services of the bank 
with due regard for their relative im- 
portance to our organization, and the 
institutional needs of each. 





Any integrated bank affords so wide 
a range of services that it is valuable 
to keep reminding each sales staff 
member of what the other depart- 
ments can offer his customers. This is 
an important way to nourish the en- 
thusiasm of the bank man for his job, 
and through him the enthusiasm of 
his customers for what banks can do 
for them. 

Likewise we were concerned not 
only with the material that the ex- 
perienced men could yield. We also 
wanted to know what the younger men 
felt they needed, and might obtain by 
participating in the program as stu- 
dents. Out of these discussions evolved 
both a course of study and also the 
panel membership to lead the program. 

We named the course, “Selling Tech- 
niques and Meeting Problems in Mak- 
ing Bank Calls.” For the seven ses- 
sion program we recruited 38 panel 
members and moderators, composed of 
both veteran and younger seasoned 
officers. For student body, we made 
up a roster of 105 men and split it into 
two sections. In each section the of- 
ficers slightly outnumbered the men 
who had not yet reached officer rank. 
Of the 38 panel members, seven also 
enrolled as students on their own ini- 
tiative. 


O produce minimum disruption of 

work schedules, the course was set 
up for weekly sessions. Each of two 
sections met every alternate week. 
Thus Session I, which outlined the 
bank’s services, was given on Febru- 
ary 1 for the first section and on Feb- 
ruary 8 for the second section and so 
on throughout all seven sessions. 
Meetings were called to order at 2:30 
p.m. in the bank’s shareholders’ room. 


Carefully organized curriculum 





Sales Course Agenda 


Continental’s seven-session 
training program covered 
topics listed below. Case 
studies based on actual 
experiences of bank officers 
were presented 


1. Importance of knowing all the 
bank’s services, and contemporary 
topics. 


2. Preparing to make the call. 


3. Approaches to prospects, and 
personality evaluations. 


4. Making the call. 


5. Follow-up procedures and “clos- 
ing the deal.” 


6. Review of. bank’s strongest sell- 
ing points, traditions, and policies. 


7. The bank’s advertising program. 
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From left: Vice-President Robert C. Suhr, Second Vice-Presidents Eugene J. Tamillo, Fred W. Shewell and Irving Seaman, Jr., 
Vice-President William G. Olson. All are members of the commercial banking department 


Tape recorder plays back panel’s rehearsal, and members “polish up” for actual presentation 


These ran officially until 3:30, and 
usually held together for another hour 
or so with brisk questions, answers, 
and discussion from the floor. 

Subject matter of the sessions was 
as follows: 1. Importance of knowing 
all our services, and contemporary 
topics. 2. Preparing to make the call. 
3. Approaches to prospects, and per- 
sonality evaluations. 4. Making the 
call. 5. Follow-up procedures and “clos- 
ing a deal.” 6. Review of our strongest 
selling points traditions, and policies. 
7. The bank’s advertising program. 

The ground to be covered in each 
session, total content, and the area to 
be covered by each panel member were 
carefully worked out with senior of- 
ficers who knew both the problem and 
the personnel involved. The specifics 
were then discussed in some detail 
with the individual panel members to 
make sure that all the minds met. 
After each member of a panel had de- 
veloped his subject and checked it over 
with the education and training divi- 
sion, the panel met for a “dry run” 
without students. This rehearsal meet- 
ing was tape-recorded. Then the panel 
Sat down in a conference room for a 
playback and discussion. Comments 
from the panel members were to the 
point, and their criticisms of self and 
fellow-members were not unduly 
padded. 

_ “Joe, you either cleared your throat 
like the last stages of a bad cold, or 
else you said ‘Ah-urr’ every time you 
came to a comma,” was typical. Or, 
“Bill, if you could put in a quick fill-in 
on the Fed’s’ reserve requirements 
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while you are explaining account 
analysis, wouldn’t it strengthen your 
argument?” 

Many of the panel members went 
home, practiced some more, and re- 
turned for a private audition and re- 
cording. Some of the panels worked it 
over as many as three times before the 
first actual class session, and several 
of them were spectacularly better by 
that time. 


E recorded the initial session of 

the first section, and again had 
the panel members in for a hearing of 
the playback. This performance was 
much improved over the “dry run,” and 
what the panel gave the second section 
the following week was better by al- 
most as much again. Looking back- 
ward, the second section consistently 
got the better of it because the panel 
members by then always had practiced 
themselves closer to perfection. An ex- 
tra value we got from the tapes— 
really just an incidental—was that we 
used them to fill in those members who 
had to miss a session for illness or 
absence from town. 

Those of us responsible for “getting 
the show on the road” had from the 
outset aimed to have it built around 
case-study material from actual bank 
experience. It was not always easy to 
achieve this at first try, since for some 
obscure reason people often tend to 
fall into uttering generalities when 
speaking or writing about their jobs. 

The playbacks helped tremendously 
in getting it done right. Everybody 
insisted that the other fellow must tell 


about something that actually hap- 
pened, not just talk “should and ought- 
to.” Even the fellow who himself had 
gone into generalities would criticize 
a fellow panel member for the same 
fault. This worked out beautifully, for 
someone else invariably did him the 
same kindly service. 

In the actual sessions, it all turned 
out as planned. The panel members did 
extremely well. The moderators kept 
the discussions within bounds. The 
students asked questions that brought 
out additional facts of great value. 
After all, more than half of these men 
are in the lower age groups, and they 
are eagerly reaching for every bit of 
knowledge and technique to equip 
themselves for the best possible per- 
formance of their jobs. 

The response to the course from the 
students themselves has been highly 
enthusiastic. As several of the young- 
er men subsequently commented, the 
sessions gave them opportunity to ask 
questions of some outstanding senior 
whom they might have hesitated to 
approach for private discussion on 
such matters. Also it let the begin- 
ners bring up for discussion rather 
basic questions without seeming to 
show ignorance of fundamentals as 
they thought might be the case in 
talks with their bosses. 

The graduates say they feel greater 
assurance in making calls. Word has 
filtered back from an appreciable frac- 
tion of the section members, ranging 
up from the newer men to experienced 
officers, of new accounts brought in by 
See UPGRADING BANK SALESMANSHIP—Page 88 
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Key banking executives perform 
yeoman work on new booklets 


designed to help in... 


Bank Preparation 
OF EMERGENCY OPERATIONS 


N this nuclear and guided missile 
age, the possibility of destruction 
on a cataclysmic scale poses some 

unprecedented problems for banking, 
which has a singular responsibility of 
keeping the nation’s money and credit 
system functioning in the event of an 
all-out enemy attack. 

The host of problems include such 
matters as: who will have charge of 
organizing a preparedness program, 
what can be done to safeguard em- 
ployees as much as possible, what pro- 
visions should be made to assure some 
form of recognized management in the 
event of heavy casualties, have ar- 
rangements been made for use of al- 
ternate headquarters if necessary, 


Committees form vital link in 


By 
LESTER MASON 


Associate Editor, 
Burroughs Clearing House 


what about records reconstruction, 
check collections, cash protection, and 
so on down a long list. 

In 1956, two banking committees 
were formed, at the request of the 
Office of Defense Mobilization, to de- 
velop helpful suggestions for meeting 
such problems realistically and in de- 
tail. One was the Advisory Committee 
on Commercial Bank Preparedness, 
with John J. McCloy, board chairman 
of the Chase Manhattan Bank, New 
York City, as chairman. The other 


was the Banking Committee on Emer- 
gency Operations, headed by G. Ed- 
ward Cooper, senior vice-president, 
Philadelphia National Bank. 

An important phase of this job has 
now been accomplished, in the form 
of a series of five booklets outlining 
steps banks can take now, prior to an 
attack, to be in readiness should it 
come. 

The five “pre-attack’”’ studies are 
titled: Organization and Administra- 
tion of the Program in the Bank; Per- 
sonnel Protection; Continuity of Man- 
agement and Alternate Headquarters; 
Physical Properties; and Duplicate or 
Alternate Records. 

Four additional booklets being pre- 


defense program, to keep money and credit system functioning 
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Robert F. Leonard 
Director, Divn. of Bank 
Operations, B.G. of F.R.S. 











ADVISORY COMMITTEE ON COMMERCIAL BANK PREPAREDNESS 
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Frank L. King 
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SPECIAL COMMITTEE ON 
EMERGENCY OPERATIONS 
OF THE PRESIDENTS’ 
CONFERENCE OF THE 


E. C. Sammons 
FEDERAL RESERVE BANKS 





Homer J. Livingston 
Wm. A. Mitchell 


Merle E. Selecman 


Cam. Bd., Chase Manhattan Bank, New York, N.Y., Chairman — 


Pres., California Bank, Los Angeles, California 


Chm. Ex. Com., First Pa. Bkg. & Tr. Co., Philadelphia, Pa. 


Pres., First National Bank of Chicago, Illinois 
Pres., Central Trust Co., Cincinnati, Ohio 
Pres., United States National Bank, Portiand, Oregon 


Exec. V. P., American Bankers Association, New York, N.Y. 





T. G. Kane, Asst. Treas. 
Chase Manhattan Bank 
New York, N.Y. 
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Car! E. Allen 
President, Federal 
Reserve Bank of Chicago 
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Frank L. Beach 
Steve H. Bomar 
Frank M. Dana 


G. Edward Cooper 


Senior V. P., Philadelphia NB, Philadelphia, Pennsylvania, Chairman 


V. P., United States National Bank, Portland, Oregon 


Senior V. P. & Tr., Trust Company of Georgia, Atlanta, Georgia 
V. P.-Opns., Bank of America NT & SA, San Francisco, California 


President, Federal 
Reserve Bank of Cleveland 


Harold R. DeMoss 
George A. Guerdan 
C. Edgar Johnson 
Melvin C. Miller 


V. P., Mercantile National Bank at Dallas, Texas 

V. P. & C, First National City Bank, New York, N.Y. 

V. P., First National Bank of Chicago, Illinois 

Deputy Manager, American Bankers Association, New York, N.Y.,Secretary 
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ORGANIZATION 
AND ADMINISTRATION 


OF THE PROGRAM IN YOUR BANK 


PREPAREDNESS PROG. 
‘RA Ld 2 : 
EMERGENCY OPER, TIONS in pon 

















‘ 
PREPAREDNESS PROGRAM FOR 


EMERGENCY OPERATIONS IN BANKM 


Duplicate of 
Alternate Records 


Valuable preparedness guides for banks of all sizes 


pared for later release will cover 
“nost-attack” countermeasures relat- 
ing to Collection of Cash Items and: 
Noncash Items; Cash (Currency) Op- 
erations; Customer Participation in 
Banking Program; and Credit. 

The vital importance of the bank- 
ing system to the whole economy of 
the country places a heavy responsi- 
bility on bankers, Mr. McCloy and Mr. 
Cooper point out. It is essential, they 
add, that bankers take immediate 
steps to assure the restoration of nec- 
essary operations and functions with 
a minimum of delay, and they express 
the belief that the principles and pro- 
cedures presented in the booklets will 
serve that objective. 

However, it is recognized that plans 
will vary considerably among banks 
due to factors such as size, location, 
number of banking offices, and pre- 
dominant types of business, and banks 
are urged to use the booklets as guide- 
lines only. The important considera- 
tion, it is emphasized, is that each 
bank should have some sort of plan, 
tailored to suit its own particular 
problems, policies, and financial situa- 
tion, and should know how to proceed 
ii order to continue or resume its op- 
eration should disaster strike. 

“Good planning and sound defense 
preparedness measures throughout the 
»sanking system can minimize post- 
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attack confusion, uncertainty and 
fear, both in damaged and undamaged 
areas, and could contribute greatly to 
recovery from attack,” says a fore- 
word in the initial booklet. “Your pre- 
paredness program for emergency op- 
erations, in the words of President 
Eisenhower, ‘may contribute the most 
valuable investment you can make 
toward assuring our survival as a free 
nation’ in the event of attack.” The 


foreword is signed by Federal and 
State supervisory officials. 

Organization and Administration of 
the Program in Your Bank, the initial 
offering in the series, places responsi- 
bility for initiation of an emergency 
plan on top management. 

“Without proper recognition and 
appreciation of the need for a step- 
by-step program with reasonable 
achievement dates, it is questionable 
if an effective plan can be formulated,” 
states the booklet. “Initial emphasis 
must be placed on the organization. 
With the chain of responsibility es- 
tablished, attention then may be given 
to other administrative matters such 
as arrangements for funds for post- 
attack operation, mutual aid, the 
preparation of a manual or other writ- 
ten instructions, and practice tests to 
appraise the adequacy and effective- 
ness of the program.” 


N setting up its preparedness pro- 

gram, management should delegate 
responsibility to a person or persons 
who have the necessary imagination, 
ability, and authority to initiate and 
vigorously carry out the project, the 
booklet adds. In some banks this may 
rest with one individual; in others a 
committee will be appointed to func- 
tion in a planning and advisory ca- 
pacity. In all cases, however, it seems 
advisable for management to desig- 
nate one person as coordinator. 

“All banks, regardless of size, will 
find it helpful to record the basic plans 
for emergency operations in a manual 
or in other written form,” the booklet 
states. “This will not only serve to 
minimize confusion and misunder- 
standing, but will inform personnel 
concerning their specific duties under 
the plan. In some instances the man- 
uals may be elaborate and quite com- 
plete, setting forth in detail the 

See BANK EMERGENCY OPERATIONS—Page 90 


Urge bank readiness, to minimize post-attack confusion 
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--- and to many other towns, as mobile *“‘model city”’ 
demonstrates the impact of banks on community life 


By 
NORMAN E. DOUGLAS 


Associate Editor, 
Burroughs Clearing House 


ORE than 40,000 Georgians have 

a better insight into banking 

and the role it plays in their 
lives and the development of their 
communities, thanks to the coopera- 
tion of the state’s bankers. These 
banks are presently co-sponsoring a 
novel mobile display that is telling 
banking’s story in animation and 
sound. The scaie-sized and electron- 
ically controlled model city, encased 
in a 47-foot long tractor trailer, is be- 
ing made available to communities 
throughout Georgia by the Citizens 





COVER PICTURE 


Berrien County courthouse, Nashville, 
Georgia, provides background for two- 
day visit of mobile banking display 
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and Southern National Bank, Atlanta. 
Showings will continue through the 
summer and fall months. 

That banking operations are some- 
what of a mystery to the general pub- 
lic has been borne out by the crowds 


Local banks co-sponsor “Magic City”; to date, it has been shown in 


that sometimes nearly equal a town’s 
population wherever the huge rolling 
display comes to a stop. There was 
further evidence in Nashville, Geor- 
gia, when some 1,900 of this southwest 
Georgia community’s 3,400 people 


Sam Akins and P. A. Harris, Jr., Nashville bankers, discuss exhibit with “the law” 
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as The Magic City goes into action. “Magic City” looks from the air. 
It's @ working scale model of a typical Georgia 
town, 80 square feet in size, housed in « specially 


See a model of a typical Georgia town in action 


Before your eyes, new homes go up. A factory ex- drafts, signed by famous people, dating back to 
pands. A train comes in with a shipment of pew = Colonial days. “Mazuma,” the mechanical man 
anerchandise. All sorts of wonderful things happen = who talks. Aerial photos that show how your own 


Plan now to come—and bring all the family! 
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detail, The Magic City shows dramatically how 


family —and admission is free. 


money worla to serve you and your community March 18-19 
The eight-minute presentation is highly en- 10 A.M.-6 P.M. 
tertaining. Informative, too. Thare’s fun for all the at the Courthouse 








You'll find lots to see betwern presentations, 
too. Such as 2 fascinating collection of checks and 


The Magic City is presented by 


THE CITIZENS BANK 


Memes Patera Onpes:t tee ecence Campmmation 











Advance publicity in the form of newspaper ads, 
direct mail pieces and radio spots helps to attract 
large crowds. The model city is shown at right 


An exhibit of The Citizens & Southern Banks in Georgio: 


THE UNITED BANKING COMPANY 
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In Nashville, 1,900 of the town’s 3,400 people brave rainy weather to view the exhibit 


braved rainy weather to view this eye- 
catching and highly-informative ex- 
hibit. 

In Nashville, The Citizens Bank and 
The United Banking Company joined 
hands in bringing the gold anodized 
trailer to their city, and both banks 
were more than satisfied with the re- 
action of townspeople. From the curi- 
ous school children who came by the 
bus-load, to the quiet and deliberate 
farmers who took their turn in line, 
the banking industry became less of a 
mystery as they watched a town and 
the surrounding countryside develop 
before their eyes and listened to the 
taped-commentary on banking’s story. 

Appropriately called the “Magic 
City,” the 80-square model Georgia 





The display is quite a topic of town conversation 


town is complete with railroads, stores, 
houses, a farm, factory and bank. 
But sponsors of the display do more 
than merely present the exhibit as a 
typical Georgia town. They bend their 
efforts to identify the scale-size com- 
munity as “our town” to the people 
in each community visited, through 
both advance publicity and the display 
itself. Prior to the showing in Nash- 
ville, newspaper advertisements were 
placed in the local paper heralding the 
coming visit of the truck, and direct 
mail pieces were mailed beforehand to 
business, education and civic leaders, 
previewing the exhibit. Aerial photo- 
graphs of Nashville were mounted in 
frames on the sides of the truck to 
tie-in the Nashville area with the dis- 











Capacity crowds (32 viewers) are the rule at the 8-minute showings 


play townspeople were about to view. 
The “Magic City” banking story 
starts when townspeople band togeth- 
er to form a bank. From this point, 
25 electric motors, three-quarters of 
a mile of low voltage wire and four 
amplifiers quickly unfold the story of 
the impact this bank exerts on the 
community. The taped narrative ex- 
plains how a savings account has re- 
sulted in the down payment of a new 
home and, magically, a new home 
springs up where a vacant lot had 
been. The story continues as a home is 
remodeled, a new car appears from 
a bank loan, a new factory is attracted 
to the town through the efforts of the 
bank, a new addition is constructed 
See BANKING’S STORY PRESENTED—Page 96 


22 Georgia communities, where nearly 40,000 have gained a better understanding of banking’s vital role 














Mighty practical program in the heart of 
a good cattle feeding area 


A Bank’s key Role in 
IMPROVED LAVESTOCK FARMING 


NLIKE most banks with an agri- 
U cultural program, our problem 
did not involve any substantial 
change in the type of farming of our 
community. This has always been a 
livestock farming area, with its pri- 
mary emphasis on feeding beef cattle, 
secondary emphasis, on hog raising, 
with a few farmers also keeping milk 
COWS. : 

Judging from what I read about 
other banks and their farm develop- 
ment efforts, most country bankers 
seem to agree with our deep-seated 
belief that livestock production is just 
about the best type of agriculture for 
the long-term prosperity of the area. 
We had the advantage over many of 
them because we did not have to do 
any missionary work to establish cat- 
tle and hogs here. They were already 
here when the bank was established. 

Rather, our problem has been to 
encourage the most profitable kinds 
of livestock programs among our cus- 
tomers, and to help them upgrade 
their operations throughout. This we 
have consistently attempted to do, and 
have met with considerable success in 
the effort. We make no claims for any 
particular share of the credit. It is 
enough to know that livestock farming 
hereabouts is better handled now than 
it was formerly. We hope that we may 
have contributed something to this 
desirable result. 

Every member of our board of di- 
rectors is a practical man at cattle 
feeding, which means we can often 
provide valuable assistance to custom- 
ers. For example, when someone is 
starting out at cattle feeding, we want 
to be very sure he will do a good job 
of buying his calves—this, incidental- 
ly, is the only point in a cattle feeding 
operation at which the feeder has full 
control of the situation. With a begin- 
ner, we inquire carefully just who will 
advise him in his buying. If he would 
otherwise have to go it alone, one of 
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By 
JULIUS A. ROHWER 


President, The Farmers State Bank, 
Schleswig, lowa 


our cattle-wise directors will go with 
him to help him select his young stock. 

Our credit records on cattle feeders 
in the community are considerably 
more detailed than will usually be 
found in the credit files of a country 
bank. Cattle feeding necessarily in- 
volves credit in considerable amounts. 
It is a rare and well-heeled farmer 
who can buy 75 or 100 calves at 400 
pounds weight, buy feed supplement 
and grain above his own crop, and 
carry them through to market weight 
twelve months later without signing 
some notes at the bank. From the 
bank’s standpoint it is a highly desir- 
able type of loan if made to a compe- 
tent operator, since young livestock 
constitute one of the few kinds of col- 


lateral that actually increases in value 
throughout the term of the loan. Even 
in a falling market for beef critters, 
the gain in weight from growth of the 
calves will more than offset any prob- 
able shrinkage in price per pound. 
When a feeder comes in to arrange 
credit for the forthcoming season, we 
take not only his financial statement 
but also an estimate of income and 
expenditures for his projected opera- 
tion. This gives us a rather definite 
idea of his prospects, subject of course 
to market fluctuations on the finished 
livestock. Likewise, it sometimes gives 
him information that he previously 
had not bothered to pre-figure, and in 
several instances every year it influ- 
ences a feeder to change his plans. 
Mind you, this seldom comes at our 
recommendation. Rather, when he sees 
it in black and white, he makes a recal- 
culation and then changes his mind. 
An example occurred this morning. 


The bank keeps close tab on borrower operations, future prospects 


Cattle feeding involves credit 


in sizable amounts. 
Rohwer discusses customers’ financial plans. 


At left, in view below, President 
Operating statements, as shown at right, 


help in evaluating projects. They are periodically reviewed 
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Young contestants each feed five calves, keep track of costs. Annual show and sale is big community event 


Junior calf-raising contest, sponsored by the bank, is on a hard-headed commercial basis 


A farmer came in to see what we 
thought of his selling his pigs and 
paying off a four-figure note. We set 
down all the figures, decided that in 
expectable returns from the swine, it 
was practically a stand-off whether to 
sell now or feed them to market 
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weight. However, he has 2,000 bushels 
of corn, which like practically all 
1957-crop corn in our territory is too 
wet to sell or seal under Government 
loan. The one best way to turn that 
corn into income would be for the 
farmer to feed it and sell it as in- 
creased weight of pork. 

Once he had those figures in mind, 
he wanted to explore with us the pros- 
pects of additional credit to feed out 
these pigs. We agreed to loan him a 
few thousand dollars additional, and 
he would get the remainder of his 
needs by selling off a few gilts that 
will be ready to ship in about two 
months. So we fixed up the papers, 
completed the deal, and he went on his 
way. That kind of credit work we con- 
sider definitely constructive. 


ACH such financial plan goes into 
the borrower’s credit file. When 
he sells his livestock, we put down the 
actual results of the operation. Peri- 
odically we review these statistics, to 
see how well the farmer succeeds in 
realizing on his plans. Of course we 
make due allowance for market 
changes. In a year of poor prices, no- 
body will reach his goal. In a year 
when prices rise, the farmer should 
achieve considerably better than he 
planned. Over a few years, he should 
average out pretty well. If he does, his 
credit standing with us goes even 
higher than before. If he fails too 
often, we begin to wonder. 
One consequence of taking these 






pre-planned operating statements is 
the intimate picture it gives us of each 
borrower’s situation, and how it might 
be bettered. Here, for example, is a 
farmer who keeps a few dairy cows 
and an Angus bull, a combination that 
produces an excellent grade of beef 
critter. He has six or eight calves, 
which he plans to feed out. Thinking 
always in terms of overhead and eco- 
nomical utilization of equipment, we 
are likely to point out that a handful 
of calves is about as much trouble as 
a feedlot of calves, and costs a lot 
more to handle per head eventually 
marketed. Why not, we ask, purchase 
25 head or so and feed them out, thus 
also utilizing the feed he has on hand? 
Such a suggestion of course involves 
an implied commitment to lend him 
the money to buy and carry the thin 
stock to market weight. We make the 
suggestion only to a customer capable 
of making such an operation pay. The 
suggestion is invariably accepted, and 
within a few more years that man who 
had merely dabbled in cattle feeding 
is likely to have a real feeding oper- 
ation on a commercially practical scale. 

Probably the greatest contribution 
we have made to improved cattle feed- 
ing in our territory is what we call 
our “Boys and Girls Five Calf Proj- 
ect.” Certainly this is the most spec- 
tacular thing we ever have done. 

It came about at a time some years 
ago when we were threshing around 
for something to do in connection with 
the Semi-Centennial Celebration of the 
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In this $4 million bank every director is “cattle feeding man” 


founding of our town in 1899. From 
time to time we had thought in less 
than completely complimentary terms 
about the various junior calf-raising 
projects which lead eventually to the 
big city livestock shows, big publicity 
and pictures of the winners in the 
metropolitan daily newspapers, and 
finally the sale of the prize winning 
animals at super-fancy prices for lux- 
ury restaurants to serve with pomp. 
Our viewpoint was that of the prac- 
tical beef feeder. Raising one calf, 
breaking it to halter, and sparing no 
expense to make its carcass round and 
its hide shiny, is anything but a com- 
mercial farming proposition. And the 
sale of the critter at $2.50 a pound 
on the hoof is equally not a commercial 
marketing deal. 


S we thought it over, we came to 
the conclusion that our farming 
community would gain the most if we 
could foster a calf-raising contest that 
would be completely commercial 
throughout. That meant putting a 
youngster in charge of more than one 
pet animal, giving him enough work 
so that he could not pamper his calf 
or merely point it for a show. It meant 
having him keep close records on costs, 
so that he would know just what goes 
into the profitable feeding of beef cat- 
tle. And, also, it required that we give 
sufficient incentive so that the win- 
ners would gain local recognition as 
well as some monetary reward. 

After kicking the idea around for a 
while, we worked out the program. Its 
original name was even longer and 
more impressive than the title previ- 
ously cited. But it soon got shortened 
in local usage to “The Kids’ Calf Con- 
test,” and so it is generally referred to. 

To get it started, we got a com- 
mittee set up and sent them out to 
purchase 250 good beef calves. The 
bank put up the money, and at this 
point held title to the calves. Mean- 
while, entries were solicited from boys 
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and girls from 10 or 11 years up to 18 
years of age. The youngster would buy 
the animal on his own note, endorsed 
by his father or other responsible 
adult, and the adult sponsor would 
agree to provide the necessary feed 
and other expense items on credit at 
full commercial prices, subject to pay- 
ment at the time the animals went to 
market. The quota of 50 entrants was 
soon filled. 

When the calves reached Schleswig, 
they were sorted by competent cattle 
men and made into pens of five calves 
each as nearly equal in quality as the 
sorters could achieve. Each pen was 
numbered, and the numbers put in a 
hat. The 50 entrants drew their own 
numbers, and the animals were then 
weighed up. 

The bank financing was handled in 
exactly the same manner as if it were 
an adult feeder arranging for a loan 
to buy 100 head. The boy or girl—each 
year there have been about 25 per 
cent girls in the contest—comes to the 
bank with his or her parent, sits down 
across the desk from me, and signs his 
note, which the parent then endorses. 
The amount is in the range of $500- 
$650. The youngster agrees to keep 
records and to comply with the terms 
of the project. At this point, he owns 
the calves and we own his note. 

The contest starts each November. 
During the following summer, farmers 
and business men make an inspection 
tour to check on the progress of the 
feeders. This of itself is considerable 
of a celebration and is duly chronicled 
and pictured in the local weekly news- 
paper. It fans public interest in the 
contest, and helps to assure a lively 
attendance at the sale, which comes 
in September. 

We always get thoroughly compe- 
tent commercial judges to award the 
prizes. They come from such livestock 
centers as Chicago, Omaha, Sioux City, 
and so on. They always include some 
top cattle buyers of the major packers 


—the same men who will be bidding 
on the animals as a strictly commercia! 
proposition next day. The price range 
of these cattle sold at the show sale 
last fall was from $24 to $28 per ewt., 
which to a cattleman means that they 
graded choice to prime throughcut. 

The youngster who obligates him- 
self to the bank for $500 to $859 in 
November usually sells his fed cattle 
at a price that leaves him a margin 
of $500 to $1,000 for paying off his 
feed and all other expenses. The bank 
adds to his sale proceeds 10 cents per 
ewt. of the gain in weight; this 
amounts to approximately 60 cents 
per caif or $3 for the pen of five ani- 
mals. Sole expense of show and sale 
to the youngster consists of the wages 
of drovers and other cattle handlers at 
the local sale yards, generally in the 
neighborhood of $1 a head. The young- 
sters also obligate themselves at the 
beginning of the contest to pay what- 
ever assessment is necessary to repay 
to any contestant the amount he paid 
for any calf that dies before final sale; 
this averages about $2 a head. 


T the time of the show and sale, 
we have a gala time in Schleswig. 
There always is a carnival as well as 
a big parade, and everybody pitches 
in to make both the sale and the cele- 
bration a success. Local merchants do 
much of the work, which is why the 
sale expense is so low. There is no 
sale commission charged, and use of 
the yard is donated. 

Prizes are awarded not only for the 
quality of the pens of cattle shown, 
but also for the records kept by the 
contestants. The record contest is 
played up heavily, for we are eager 

See IMPROVED LIVESTOCK FARMING—Page 96 


Awards given for best records 
in calf-raising contest 
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WASHINGTON VIEWPOINT 








Unemployment Problems 
Raise a Financial Dilemma 


Mr. Harry S. Truman stopped over 
in Washington for three days in mid- 
April and delivered an economic lec- 











Mr. Truman and reporters 


Urges low interest policy 


ture heard ’round the world. The key 
point he made from the financial 
standpoint was a call for prompt re- 
turn to the low-interest policies pur- 
sued during his administration. Much 
of the cost of Federal action to stir 
up greater economic activity, he con- 
tended, would be offset by reducing 
the cost of servicing the public debt. 

“By reversing the high interest pol- 


Agree on inflation threat 


Mr. Eccles Sen. Byrd 











By JOHN DONOGHUE 


Washington Correspondent 


icies which have already added about 
$1.2 billion to the Federal budget an- 
nually in the form of carrying charges 
on the national debt, and which will 
reach $2 billion shortly if new financ- 
ing continues under this high interest 
policy, we can save another $2 billion 
a year, which is now being wasted, 
from the standpoint of the Federal 
budget, and which is doing almost 
irreparable damage to our whole 
economy.” 

Jolly, buoyant and bellicose. the 
former President of the United States 
made it clear at the outset of the 
House Banking Committee’s hearings 
on unemployment that higher interest 
rates, in his view, contributed toward 
bringing on the current recession. Re- 
lating how he resisted permitting in- 
terest rates to rise, he said, ““We never 
allowed the bonds we sold to the boys 
in the war to go below par... The 


Federal Reserve Bank of New York 
tried for three years to get me to 
raise the interest rate but I refused 
to do it.” 

Mr. Truman’s testimony promptly 
became the quotable gospel of his 
party, and it was up to President 
Dwight D. Eisenhower, as head of the 
party in executive power, to make the 
answer. While declining to reply di- 
rectly “to anybody else’s recommen- 
dations or suggestions,” the Presi- 
dent said, “If we are going to try to 
start fixing of low interest rates, and 
let prices go up, that is a kind of pro- 
gram that I would never go for.” 

The President, in short, was reaf- 
firming his belief in the need for 
complete freedom of action by the 
Federal Reserve System. As to im- 
posing a limited interest rate, he 
asked, “How would you do that?” A 
Federal board set up for that purpose 
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he continued, “wou'd have to, if neces- 
sary, flood the country with money to 
keep that rate at a sustained basis... 
This means, with that kind of money 
running around, then prices would 
have to go up.” 

Sen. Harry F. Byrd, chairman of 
the Senate Finance Committee, took 
the occasion to call to the stand an 
expert witness, Marriner S. Eccles, 
former chairman of the Federal Re- 
serve Board. Mr. Eccles is a veteran 
of left-to-right controversy on mone- 
tary policy; he is out of official Gov- 
ernment or Federal Reserve position ; 





his only political thrust was a single 
bid for a seat in the Senate. Though 
of opposite party affiliations, Mr. Byrd 
and Mr. Eccles are in philosophical 
communion. 

Their joint belief is that to suffer 
the pains of a brief recession is pref- 
erable to tolerating further seepage 
of the buying power of the dollar. The 
danger, they hold, is that public pres- 
sure or political hysteria may bloom 
into a new and undesirable blast of 
inflation. 

As to recent Federal Reserve ac- 
tions, both leading into the downturn 
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and seeking a way out of it, Mr. Ec- 
cles said, “If I’d had the management 
of it, I doubt that I could have done 
so well.” 


5 e e 


Steps Taken Toward 
Further Monetary Ease 


By its latest action in approving a 
new round of rediscount rate cuts, to 
134 from 2% per cent, and by simuli- 
taneously reducing reserve require- 
ments by one-half of 1 per cent for 
reserve cities and by 1 per cent for 
New York and Chicago, the central 
banking authorities achieved three 
main objectives. 

One was to bring the private money 
market more into line, so far as bank 
lending rates are concerned, with 
short term open market rates and re- 
discount rates. On April 21 leading 
banks initiated reductions in the 
prime rate to 34% from 4 per cent. 

Another was to offset, through re- 
leases of reserves, the really substan- 
tial loss of monetary gold this country 
has experienced since December—in 
all some $605 million. Three European 
nations, the United Kingdom, Holland 
and Belgium, have been the principal 
sources of this gold drain, reflecting 
in part restoration of gold holdings 
lost after the Suez crisis in 1957. 

A third objective, accomplished also 
by freeing new reserves, was to build 
such a large pool of free bank money 
as to not only furnish a basis for much 
new financing at attractive rates (to 
borrowers) but also to eliminate the 
feast or famine short-term money pic- 
ture in large financial centers, notably 
in New York. 

While the latest double-barreled Re- 
serve action is not helpful to bank 
earnings, its full effect may not be as 
bad as it looks, for the large amounts 
of new reserves in bank possessions 
are being put to work at rates from 
three-fourths of i per cent to better 
than 2 per cent and are furnishing 
new earnings to offset loss of a por- 
tion of existing earnings due to lower 
rates. 
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Longer Debt Maturities 
Pose Treasury Problems 


When Bernard M. Baruch publicly 
chastised the Treasury and other re- 


| sponsible agencies for permitting $80 


billion or 30 per cent of the public 
debt to remain in short-term obliga- 
tions, the Treasury reacted with some 
sharp words, and also some action. 

On the day following Mr. Baruch’s 
testimony before the Senate Finance 
Committee, the Treasury announced 
the forthcoming issue of a 5-year note 
at 2°54 per cent in the amount of some 
$31 billion. The new-money issue was 
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oversubscribed to the point: where the 
allotment figure was 24 per cent of 
the bids. It could be made to appear 
that the Treasury had paid heed to the 


\ pest es 


Mr. Gable and Mr. Baird, seated 


Treasury’s top fiscal managers 


elder statesman’s words and, for its 
reward, had a highly successful issue. 

That is a pleasant picture, but un- 
fortunately incorrect. Debt managing 
officials of the Treasury noted Mr. 
Baruch’s views with considerable in- 
terest, but they also had a good many 
other expressions of view to consider, 
and they were not entirely lacking in 
views of their own. 

The key Baruch remark that caught 
interest was this: “I cannot under- 
stand why those in authority did not 
move earlier to refund the debt while 
the money market was easy.”’ Retorted 
the Treasury: “This five-year note is 
exactly in line with what Mr. Baruch 
is saying.” 

Underlying this exchange was the 
fact that only two days before the 
Baruch testimony, Undersecretary of 
the Treasury Julian B. Baird had pre- 
sented a full analysis of the debt ma- 
turity question in an address before 
the Southeast Conference of the 
United States Savings and Loan 
League, meeting in Washington. The 


VIA BANK OF AMER ICA central thought in Mr. Baird’s expla- 


nation is that stretching out the debt 


TRAVE LE re — Cc Lf is not so easy as it seems. Efforts to 
EQ LU ES do so at the wrong time and in the 

wrong way could do serious harm. 
.-.Mmoney only you can spend Planning a Government financing 
pepe | Operation is no “ivory tower” exer- 
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Travelers Cheques means more satisfied | Sis 2 The pricing of Treasury issues must 
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plained. The subscription books are 


in existence. Sellers receive 23% more commission over non-bank cheques. 
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therefore held open for only one or 
two days, with reliance that the price 
is sufficiently attractive to place an 
entire issue in that time. Moreover, 
in order to foster a “broad” market 
for new issues, the Treasury hesitates 


to make an offering of less than $500 | 


million. 


In the period since the October 1957 | 


financing, the Treasury has issued 
$814 billion of marketable securities 
running to 5 years or longer. The 
average maturity of this debt, he as- 
serted, has been increased from four 
years and seven months in December 
to an even five years now. 

What makes it difficult is that a 
period of high interest rates, such as 
the year 1957, causes longer maturi- 
ties to be too costly; moreover such 
a period is one of generally falling 
markets unreceptive to the new long- 
er-term issues. Still more important, 
the Treasury must avoid nudging pri- 
vate borrowers out of the money 
market, since there is always a need 
for additional long-term funds for 
capital expansion. By “hogging’’ the 
available longer money the Treasury 
would in fact be depriving itself of its 
own added sources of tax revenue. 

Finally, “at all times new financing 
should interfere as little as possible 
with the Federal Reserve’s responsi- 
bilities in the field of monetary man- 
agement,” Mr. Baird said. “This in- 
volves close coordination between the 
Federal Reserve and the Treasury.” 

Teamed with Mr. Baird in directing 
the Government’s fiscal endeavors is 
Charles J. Gable, Jr., who holds the 
title of Assistant to the Secretary of 
the Treasury. Mr. Gable’s private po- 
sition is senior vice-president of the 
First Pennsylvania Banking and 
Trust Co., Philadelphia. He succeeds 
Paul I. Wren, who returns to the Old 
Colony Trust Company, Boston, where 
he is a vice-president. Mr. Baird is the 
retired president and board chairman 





of the First National Bank, St. Paul, | 


Minnesota. 


® ° So 


Financial Institutions Act 
On Casualty List 


For the time being, the Financial 
Institutions Act, after the prolonged 
hearings and debate in the House 
Banking Committee, is presumed “lost 
at sea.” A Robinson Crusoe outcome 
is within possibility, but unlikely be- 
fore the Congressmen adjourn at mid- 
summer to push their re-election cam- 
paigns., 

When the Committee suspended ex- 
ecutive meetings on the bill, it was 
apparent that the amendments being 
offered, and adopted, were becoming 
more and more distasteful to the sup- 
porters of the original bill sponsored 
by Sen. A. Willis Robertson of Vir- 
Zinia, and passed by the Senate. 
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Your display ad in Polk’s Bank 
Directory costs so little to mean 
so much. It turns a_prospect’s 
indecision into prompt action be- 
cause you give your sales message 
at the same moment he needs your 
services. Write for our rates today. 
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1954 


Population, 12,595,000 
First Western Offices, 54 
Communities Served, 39 


1955 


Population, 13,035,000 
First Western Offices, 70 
Communities Served, 54 


1956 


Population, 13,600,000 
First Western Offices, 84 
Communities Served, 65 


1957 


Population, 14,160,000 
First Western Offices, 97 
Communities Served, 74 
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CHARLES T. FISHER, JR. 


Death takes two Detroit leaders almost simultaneously 


The City of Detroit lost two of its 
business leaders in the space of nine 
hours on a week-end in mid-April. 
And the two counted at least one 
mutual interest; the National Bank of 
Detroit. Taken first, by a heart attack, 
was John S. Coleman, president of 
3urroughs Corporation, and a director 
of the National Bank of Detroit. Soon 
to follow was Charles T. Fisher, Jr., 
president of the bank, who died of lung 
cancer. 

Mr. Coleman was probably best 
known to the nation’s bankers for his 
service to the Federal Reserve Bank 
of Chicago, and his recently-completed 
term as president of the United States 
Chamber of Commerce. 

First named as a Class C director 
and deputy chairman of the Chicago 


Named successor to Mr. Coleman 


RAY R. EPPERT 
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Federal Reserve in 1950, the 60-year- 
old industrialist became chairman and 
Federal Reserve Agent of the bank in 
1953 when he was reappointed Class 
C director. His initial work with the 
U. S. Chamber started when he was 
named to the Foreign Commerce Com- 
mittee. He later was named deputy 
commissioner, president, and finally, 
chairman for the 1956-57 term. 

Named to succeed Mr. Coleman as 
president of Burroughs Corporation 
was Ray R. Eppert, formerly execu- 
tive vice-president. Mr. Eppert joined 
the firm as a shipping clerk in the 
Ogden, Utah, branch office in 1921. 
He rose quickly through successive 
promotions in the sales force and be- 
came assistant general sales manager 
in 1939. He became general sales man- 
ager in 1941 and ten years later was 
named executive vice-president of the 
firm. 

His interests in civic undertakings 
have closely paralleled Mr. Coleman’s 
efforts and he has held several offices 
in both local and national United Com- 
munity Fund organizations. 

Charles T. Fisher, Jr., was born to 
the second eldest Fisher’ brother, 
founder of the Fisher Body Company, 
and married to the daughter of Walter 
O. Briggs, Detroit automobile indus- 
trialist. Mr. Fisher turned his attention 
early in his life to the world of finance 
upon the suggestion of his father and 
so started a career in banking that was 
to take him to the presidency of the 
country’s 11th largest bank. 

As this issue went to press, the Na- 
tional Bank of Detroit announced that 
Henry T. Bodman has been elected 
president and chief administrative offi- 
cer, succeeding Mr. Fisher, and Donald 


S. Valley has been named chairman of 
the board and chief executive officer. 


* 


The new president of the Association 
of Reserve City Bankers is George 
Champion, president of the Chase 
Manhattan Bank, New York City. His 
election came at the association’s an- 
nual meeting at Bal Harbour, Florida, 
in mid-April. He succeeds Henry T. 
Bodman, newly elected president of the 
National Bank of Detroit. Elected 
vice-president was Lloyd L. Austin, 
president of the Security-First Na- 
tional Bank, Los Angeles. 


a 


Four new vice-presidents have been 
named at the Security-First National 
Bank, Los Angeles. They are Albert J. 
Jessen, Philip C. Weigand, Edward T. 
Brewster, and Arnold T. Anderson. 
Harvey A. Cosgrove, Charles F. Ford, 
and Ross M. Edelbrock are now assis- 
tant vice-presidents. 


e 


The Guaranty Trust Company, New 
York City, has elevated Guido F. Ver- 
beck, Jr., to ex- 
ecutive  vice- 
president. He 
has been vice- 
president in 
charge of the 
bank’s_relation- 
ships in the Pa- 
cific Coast dis- 
trict since 1953. 
Mr. Verbeck 
joined Guaranty 
Trust in 1939, 
but shortly was 
called to serve five years with the U.S. 
Marine Corps where he attained the 
rank of Colonel. 

In other promotions, Guaranty Trust 
named 11 vice-presidents and six assist- 
ant vice-presidents. Ralph F. Leach 
was made vice-president and treasurer, 





G. F. VERBECK, JR. 


In Guaranty Trust promotions 


R. F. LEACH S. K. BARNES 
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and Stuart K. Barnes was appointed 
vice-president and _ secretary. Other 
vice-presidents are O. John Betz, Jr., 
Karl R. Henrich, Benson Blake, 
Charles A. Cleveland, G. Kenneth 
Crowther, Paul J. O’Neil, H. Clifton 
Whiteman III, William C. Eiseman, 
and John D. Rippe. Promoted to sec- 
ond vice-presidents were William E. 
Bensel, Roderick M. MacDougall, Ray- 
mond C. White, William J. Byman, 
William S. Clough, Jr., and Robert M. 
Hill. 


e 


Rupert E. Kuhne has been named as 





vice-president in charge of the Green- 
ville office of the Citizens and South- 
ern National Bank, Charleston, South 
Carolina. Succeeding him as vice-presi- 
dent in charge of the Columbia office 
is John W. Huggins. 

. 

Byron R. Smith, formerly president 
of .the First State Bank of Celina, 
Texas, has joined the Republic Na- 
tional Bank of Dallas as vice-president. 

- 

Martin H. Cole, manager of the safe 
deposit division of the Mellon Na- 
tional Bank and Trust Company, 
Pittsburgh, Pennsylvania, was elected 
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| president. has been 
| elected president. 





president of The American Safe De. 
posit Association at the group’s annual 
meeting in Baltimore, Maryland, last 
month. 

a 


Merriam B. Berger, a staff member 








MERRIAM B. BERGER 


President of Colorado National 


of the Colorado National Bank, Den- 
ver, since 1920, and 
most recently its 
executive vice- 


He succeeds Har- 
old Kountze who 
will continue to 
serve as chairman 
of the board. Mel- 
vin J. Roberts has 
been named to fill 
the vacant post of 
executive vice-president. 

Mr. Berger is the third generation 





M. J. ROBERTS 


| of the family to serve as president 


of Colorado National. His brother, 
George B. Berger, Jr., headed the bank 
from 1955 until his death last Decem- 
ber, and his father, George B. Berger, 
was president from 1911 to 1933. 
2 

At Bankers Trust, New York, City, 
James K. Campbell and Joseph R. 
McLees have been made _ vice-presi- 
dents in the bank’s division servicing 
accounts in the Mid-Atlantic and New 


Bankers Trust vice-presidents 


J. R. McLEES J. K. CAMPBELL 
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Burned out Saturday! Business as usual Monday! 








...thanks, mostly, to our Hartford Group Agent 


(Based on Company File #H54-25820) 


Last-minute weekend shoppers made a fast exit when 
fire broke out in our store Saturday night. 


We turned in an alarm at once. But by the time the fire 
was under control, the place was pretty much of a mess. 
We figured we were out of business for weeks. 


My partner called our Hartford Group Agent. He and a 
loss adjuster were at our place that same night. 


They authorized immediate repairs. Most important, 
naturally, were the structural work and the electric wir- 
ing. They helped us line up contractors who could start 
work that night. Both agent and adjuster spent practically 
ill day Sunday on the premises. Under their watchful 
eyes, the work went forward without a hitch. 


We managed to re-open Monday morning. We weren't 
in top shape. But we were doing “business as usual” just 
36 hours after the fire . . . thanks to the splendid help of 
our Hartford Group Agent! 


* * * ok * * 


As you can see, there was no lost time here. No lost motion. 
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There are situations, of course, that take longer than 36 
hours to straighten out. But prompt claim service is 
always a Hartford objective. And one that has the solid 
support of 33,000 competent Hartford Group Agents 
across the country! 


For the dependable protection you need — combined 
always with the Hartford type of friendly, time-saving 
service—call your Hartford Group Agent or your insur- 
ance broker today. 


Year in and year out you'll do well with the 


HARTFORD 


Fire Insurance Company 


GROUP 


Hartford Fire Insurance Company 
Hartford Accident and Indemnity Company 
Hartford Live Stock Insurance Company 
Citizens Insurance Company of New Jersey, Hartford 15, Connecticut 
New York Underwriters Insurance Company, New York 38, New York 
Northwestern Fire and Marine Insurance Company 

Twin City Fire Insurance Company, Minneapolis 2, Minnesota 
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England areas. Mr. Campbell has been 
with the bank since 1935 while Mr. 
McLees joined the bank in 1929. 

Bankers Trust has also announced 
the -retirement of Francis S. Baer, 
chairman of the executive committee. 
He will continue as a member of the 
board and executive and development 
committees. 


* 


Julius Weiss of New Rochelle, New 
York, has been elected chairman of 
the Union Bank of Israel, Tel Aviv. 
Long active in the investment affairs 
of Israel, Mr. Weiss is counsel for the 
Palestine Economic, Corporation. He 





is also a director of the Mortgage and 
Savings Bank in Tel Aviv. 


In advancements at the Chicago 
Federal Savings and Loan Association, 
Mary Nolan, Robert J. Hoshell, Ber- 
nard F. Dee, and Ray L. Dowdall were 
made vice-presidents. New assistant 
vice-presidents are Floyd W. Sedlmayr, 
Jr., Walter A. Tomlinson, and Robert 
H. Deecken. 


+ 


In top level changes at the First 
Peoples Bank, Johnson City, Tennes- 
see, Earl M. Reasor has succeeded 
Henry C. Black as president of the 
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First Automatic Feed Perforator—400 checks can- 
celled and stacked in sequence every minute! New Cummins 
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checks with no interference with further automatic processing 
. . . perforation confined to only three tabulating columns. 
Cansamatic-cancelled conventional paper checks take 30% 
less filing space than checks cancelled by ordinary 

perforators. Get the full facts on this automatic a 
cancelling perforator that provides 100% protec- 


tion and control. 
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Write for new catalog. 


Cummins 


Cummins-Chicago Corporation 
4740 North Ravenswood Avenue « Chicago 40, Illinois 











Assume top posts at bank 


bank. Mr. Black has been named hon- 
orary chairman. He has spent 45 of 
his 55-year banking career in Johnson 
City. Mr. Reasor comes to the bank 
after serving as president of the Carter 
County Bank, Elizabethton. In the 
accompanying photograph, B. Carroll 
Reece, board chairman (center), forms 


a three-sided handshake with Mr. 
Reasor, left, and Mr. Black. 

o 
George F. Robertson has_ been 


elected vice-president at the Passaic- 
Clifton National Bank and Trust Com- 
pany, Passaic, New Jersey. 
_ 

Raymond Davidson has been elected 
a vice-president of 
The Hanover Bank 
and will join the 
bank’s London City 
office. He formerly 
was assistant gen- 
eral manager of the 
Martins Bank, Ltd., 
London, and headed 
the Lombard Asso- 














ciation there as 
manager in 1954- R. DAVIDSON 
55. His education 


includes studies at Columbia and Har- 
vard Universities. 
In a second change at Hanover, 
Reese H. Harris, 
Jr., will join the 
bank in June as 
executive vice-pres- 
ident and_ trustee. 
He has served as 
senior vice-presi- 
dent of The Con- 
necticut Bank and 
Trust Company, 
Hartford, and has 
R. H. HARRIS, JR. headed the trust 
department of that 
bank. He will be in charge of Han- 
over’s trust division. 
e 


















Four new vice-presidents have been 
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... TTS BANKING'S MOST COMPLETE ELECTRONIC BOOKKEEPING MACHINE 


Yes, from Burroughs electronics: banking’s most complete electronic bookkeeping 
machine. The most complete functionally, too . . . and the most fully automatic, most 
versatile and most compact. Get the detailed story on the unmatched speed, efficiency 
and cost savings that this advanced new electronic taskmaster can bring to your opera- 


tions. Call our nearest branch office. Burroughs Corporation, Burroughs Division, 


Detroit 32, Michigan. 


Burroughs Corporation. 
“NEW DIMENSIONS / in complete bank automation” 


Burroughs—TM 


BURROUGHS ELECTRONIC BOOKKEEPING MACHINE 












JUST TOUCH A KEY/ 
—MAKE CHANGE / 


ELECTRICALLY! / 4 








HERRING ¢ HALL * MARVIN 
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COIN 
CALCULATOR 





REMOTE CONTROL. Keyboard unit can 
be separated from ejector unit and placed 
in any convenient location for most efficient 
use of counter space. 





EXTRAORDINARY VALUE. Costs very 
little more than conventional manually op- 
erated machines. 


Catalog and 
prices on request. 


HERRING * HALL * MARVIN 
SAFE CO., HAMILTON, O. 
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New vice-presidents shown in the photo above are, standing left to right, 
Daniel S. Hapke, Earl W. Weaver, and Paul P. Keim. Seated is Otto E. Key 


Bank of St. Louis elevates four officers in rank 


elected at the Bank of St. Louis. They 
are Daniel S. Hapke, Earl W. Weaver, 
Paul P. Keim and Otto E. Key. Mr. 
Hapke was named vice-president and 
general counsel for both the bank and 
for General Contract Corporation, the 
parent company. Mr. Weaver is a com- 
mercial loan officer. Mr. Keim is also 
a commercial loan officer, and Mr. Key 
serves in the correspondent bank divi- 
sion. 
* 

The Irving Trust Company, New 
York City, has pro- 
moted Frederick 
W. Baker from as- 
sistant vice-presi- 
dent to vice-presi- 
dent. Mr. Baker has 
been with Irving 
Trust since 1946, 
and has served in 
the Mid-Continent 
District where he 
has specialized in 
business in the 
southwestern part of the country. 

* 





F. W. BAKER 


The Western Pennsylvania National 
Bank, McKeesport, has promoted 
Archie W. Mabon to assistant vice- 
president, and Daniel R. Graue to 
assistant cashier. Lucas E. Finney, 
vice-president, has been placed in 
charge of the bank’s community offices. 

. 


Two vice-presidents, seven second 
vice-presidents, and a trust officer were 
named in promotions at the Continen- 
tal Illinois National Bank and Trust 
Company of Chicago. New vice-presi- 
dents are Melville A. Powell and Alvan 
E. Wilson. Wayne M. Allen, Robert 
W. Baltz, Alfred F. Miossi, Victor L. 


Bedingfield, Robert H. Clements, Wil- 
liam M. Edens, and Charles W. Galezio 
are now second vice-presidents. The 
trust officer is Leonard A. Lescher. 

7 

New assistant vice-presidents at the 

Citizens National Trust and Savings 
Bank, Los Angeles, are Russell C. 
Eikenberry, Robert H. Sommers, Ced- 
ric La Marr, W. J. Pollard, and Rich- 
ard K. Ward. 

* 


In appointments announced by the 
American Express Company, New 
York City, John L. Dowrick has been 
named vice-president and general man- 
ager of the company’s Swiss opera- 
tions, and Arthur A. Frippel has been 
selected as permanent representative in 
Moscow, Russia. 

Mr. Dowrick has been with Ameri- 
can Express since 1920, and recently 
has served with Wells Fargo & Com- 
pany, an affiliate of American Express, 
in Mexico. 

Mr. Frippel becomes the first Ameri- 
can businessman in many years to 
represent a private commercial firm in 
the Russian capital on a long term 
basis. Recently, a cooperative plan 
between the United States and Russia 


Named in foreign changes 


J. L. DOWRICK 
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Flooring Div. Dept. O for details 
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was agreed upon to ease travel restric- 
tions between the two countries and 
early inquiries have convinced Ameri- 
can Express that a large number of 
Russians are eager to take advantage 
of the new travel opportunity. 

° 


Three promotions have been an- 
nounced at the Bank of America, San 
Francisco. Don A. 
Beecher has been 
advanced to. vice- 
president mn charge 
of northern Cali- 
fornia activities of 
the corporation 
and bank relations 
department. Lloyd 
R. Crider has been 
named assistant 
vice-president in 
the cashiers depart- 
ment. Frank J. Collum has been pro- 
moted to trust officer. 

* 





D. A. BEECHER 


An article in a_ leading financial 
newspaper citing the City of Chat- 
tanooga, Tennessee, as a depressed 
area economically has been refuted by 
slightly indignant civic leaders of the 
city. They have backed up one of their 
city’s bankers in setting the record 
straight on Chattanooga’s future. 
George M. Clark, chairman of the 
board of the Pioneer Bank, has an- 
swered the pessimism of the New York 
article by relating the favorable eco- 
nomic factors turned up in_ recent 
surveys of the city. The Chattanooga 
News-Free Press freely gave space to 
carry Mr. Clark’s review and a local 
television newscast also referred to his 
findings on the area’s economy. Mr. 
Clark pointed to an increase in build- 
ing permits, gains in department store 
sales, and increases in bank deposits 
as some of the favorable factors. He 
also noted that the rise in the unem- 
ployment rate was not as significant 
as the financial paper stated. 

. 


New comptroller of The First Na- 
tional City Bank of 
New York City is 
Ernest W. Redeke. 
He succeeds Ralph 
H. Thomson who 
has retired. Mr. 
Redeke joined 
First National City 
in 1921, was ap- 
pointed assistant 
vice-president in 
1952 and was made 
vice-president in 
1955 when he was assigned to the 
comptrollers department. 














E. W. REDEKE 


Sa 

William W. Graulty has been pro- 
moted to assistant vice-president at the 
Connecticut Bank and Trust Company, 





Hartford. New assistant treasurers are 
William P. Bechle and Leslie H. Row- 
ley, and Robert W. Hermanson was 
named assistant secretary. 


+ 


William C. Coleman has been ap- 
pointed vice-president at the Charles- 
ton offices of the South Carolina Na- 
tional Bank. 

+ 


G. H. Rice succeeds Fred Howes «s 
board chairman of the Second N:- 
tional Bank, Paintsville, Kentucky. 
Mr. Howe has been named chairman 
emeritus. D. H. Dorton becomes presi 
dent, succeeding the late J. B. Wells, 


Sr. 


+ 


The First National Bank, Mt. Ver- 
non, Illinois, has elected Edward E. 
Curtis president. 

oe 

Chase Manhattan, New York City, 
Willard C. Butcher 
has been appointed 
vice-president. He 
will succeed G. Kel- 
logg Rose, Jr., as 
officer in charge of 
the Grand Central 
branch when Mr. 
Rose retires later 
this year. Mr. 
Butcher joined the 
bank in 1947, was 
named to the Grand 
Central staff in 1948, and advanced to 
assistant vice-president in 1956. 











W. C. BUTCHER 


Sd 

The First National Bank of Black 
Hills, Rapid City, South Dakota, has 
named James D. Jelbert vice-president 
and publicity director. Donald B. Tos- 
tenrud has joined the bank as vice- 
president in charge of the credit de- 
partment. 


+ 


Guy C. Piltz has been named vice- 
president and controller, and Alexan- 
der D. Fritschi has been appointed 
vice-president and cashier at the Bank 
of Hawaii, Honolulu. 

. 


W. Boardman Jones, Jr., has joined 
the Mercantile Trust Company, 54t. 
Louis, Missouri, as vice-president. 

° 


James S. Reid and John S. William- 
son have joined The Meadow Brook 
National Bank of Nassau County, 
West Hempstead, New York, as assist- 
ant trust officer and trust administra- 
tor, respectively. 

e 

Sixteen staff members have been pro- 
moted at the Hartford (Connecticut) 
National Bank and Trust Company. 
The eight vice-presidents named were 
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but when the sun goes down, this bee knocks off. PNB doesn’t. 
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Nine officers share top promotions in changes at the Hartford National Bank and Trust 


Herbert E. Welch, Robert D. Filon, 
James W. Perkins, Robert L. Newell, 
Atwood C. Ely, Robert B. Doyle, Cor- 
nelius Moses, and Edward Cheney. 
Clayton S. Parker was advanced to 
cashier. 

Sharing assistant vice-president ap- 
pointments are John O. Brotherhood, 
D. F. Burke, F. J. Doocy, C. M. Gris- 
wold, and H. A. Newbury. R. F. Aron- 
son was named assistant secretary, and 
J. B. Fuss was made assistant cashier. 

° 


The Papal Honor of Knight Com- 
mander of the Order of St. Sylvester, 
Pope, has been conferred upon Andrew 
P. Maloney, vice-president of the 
sSankers Trust Company, New York 
City. Mr. Maloney is also a Knight 
of the Equestrian Order of the Holy 
Sepulchre of Jerusalem. The former 


president of the Catholic University 
Alumni has served several religious 
and civic organizations. Both his father 
and uncle were highly recognized for 
their service to the church. 

. 


John H. Crocker, president of The 
Citizens National Bank, Decatur, IIli- 
nois, has announced his candidacy for 
Class A Director of the Seventh Fed- 
eral Reserve District, Chicago. 


~ 


The Canal National Bank, Portland, 
Maine, has named Widgery Thomas, 
Jr., vice-president. He becomes the 
fifth generation of the family to be an 
active officer at the bank. 

e 


In promotions at the Lincoln Sav- 
ings Bank, Brooklyn, New York, Paul 
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PERPETUAL CALENDARS ¢ F.D.1.C. SIGNS 


—— ‘DESK and TELLER NAME PLATES 
| ...The Finest Made... 


Famous J. A. Reinhardt — 
styled ey 


and built exclusively for 


WRITE FOR 
COMPLETE CATALOG AND PRICE LIST 


BANK PRODUCTS CO. 


Established 1930 


DEPOSITS INSURED 
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The Federal Deposit Insuranc 
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How to sell more money 


You can increase profitable business for your 
institution . . . build checking and savings ac- 
counts, business and personal loans, support 
community services . . . with Salescaster, the 
silent salesman. 

Salescaster repeats your sales message (18 to 
25 words) three times per minute—in light, 
color, and continuous motion. Visible 100 feet 
away. Cabinet designed with good taste to fit 
any surroundings. Choice of green, gray, or 


SALESCASTER epr.c-i8 71-09 Austin Street 


bronze finish. Quiet, safe, takes little space; 
just plug in and flip switch; UL approved. 
Model with display turntable also available. 

Have your individualized messages put on 
Salescaster tapes. Or use our suggestions. Change 
them as often as you want—in 30 seconds. 

Use Salescaster in windows, over interior 
doorways, against walls, on desks or counters 
—and sell more money. Write today for free 
folder giving all facts about 1958 model. 


Forest Hill 75, N. Y. 





F, McGuirk was named vice-president, 
Edward J. Puttre and August W. 
Junger were made assistant vice-presi- 
dents, and Francis A, Clements was 
named deputy auditor. 

* 


Fabian Roll, formerly a vice-presi- 
dent of Merchants 
Bank of New York, 
has been elected 
vice-president of 
the American Trust 
Company, New 
York City. He will 
be in charge of the 
Bronx office. In a 
second promotion, 
Mrs. Jeanette L. 
Robbins, manager 
of the main office 
credit department, was elected an as- 
sistant treasurer. 
+ 


G. C. Welshons has succeeded the 
the late Lyman Sutton as president of 
the Cosmopolitan State Bank, Still- 
water, Minnesota. 

* 


The Fort Wayne National Bank has 
named Russell M. 
Daane vice-presi- 
dent. Formerly a 
vice-president for a 
Michigan manufac- 
turing firm, Mr. 
Daane has served 
with two. savings 
banks in Michigan, 
worked as a state 
bank examiner, and 
also served with the 
Reconstruction Fi- 
nance Corporation in Michigan. He 
has been active in the affairs of the 
American Bankers Association. 

‘ 











R. M. DAANE 


Mrs. Eleanor V. Lawrence, secretary 
of the First Federal Savings and Loan 
Association of New York City, has 
been elected president of the Womens 
Association of Savings and _ Loan 
Institutions. 

* 


An unusual cake was selected to 
celebrate the 75th anniversary of the 
Central National Bank, Greencastle, 
Indiana. The candle lighting took place 
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against attack by the oxy-acetylene torch. 







The new material has been 
trade-named 





Effective immediately, a plate of this material will be used 
in all Herring:Hall-Marvin bank vault doors in combination 
with a solid plate of 99% pure electrolytic copper. We 
will continue the use of another new material, developed 
in our own laboratory and trade-named CHI-TEN®, which 
protects the combination lock and timelock against car- 
bide-tipped drills. 


HERRINGeHALLeMARVIN SAFE COMPANY 
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ALUMINUM 


PORTABLE and STATIONARY 
COIN and CURRENCY CONTROL 


TELLERS 
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WITH COIN CONTROL 

















VAULT STORAGE LOCKER EQUIPPED 
WITH 
THE STOKES SYSTEM COIN CONTROL 


Custom Builders of most any type desired 
of Portable Equipment. Advise us your re- 
quirements. Write today, Department CH 


pth For 
THE STOKES SYSTEM 


CO] ANC. 
POST OFFICE BOX 3214 


Bree hOTLTE Ss, N. .G 
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Three-tiered cake marks birthday of Central National 


at the bank’s birthday banquet. Shown 
in the accompanying picture from left 
to right are Fred L. O’Hair, president ; 
Robert H. O/’Hair, vice-president; 
Kenneth E. West, vice-president; Dr. 
O. F. Overstreet, a director who is 15 
years older than the bank; and Ward 
D. Mayhall, vice-president. 


¢ 


C. F. Jacobsen, president of The Na- 
tional Metropolitan Bank of Washing- 
ton, D.C., will become vice-chairman 
of the board of the American Security 
and Trust Company of the same city 
if present plans to combine the two 
banks are approved. 

. 


The American Savings and Loan 
Association, Whittier, California, has 
appointed William Balopole vice-presi- 
dent and assistant to the president. 

¢ 


H. C. Shepherd is the new cashier 
at The Poudre Valley National Bank, 
Fort Collins, Colorado. 

4 
Shareholders and employees of The 


Merchants National Bank and Trust 
Company, Syracuse, New York, recent- 


ly joined to honor Crandall Melvin 
on his 20th 


anniversary as_ presi- 
dent of the bank. Day-long festivi- 


ties included the presentation of a book 
of historic manuscripts as seen in the 
accompanying picture below. With Mr. 
Melvin (left) are Frank C. Love, chair- 
man of the shareholders committee, 
(center) and the Hon. Edmund H. 
Lewis, director. 


New vice-president and loan officer 
of the First National Bank of East 
Liverpool, Ohio, is Raymond J. Parker. 

+ 


Succeeding A. W. Brinkley, Jr., as 
president of the First National Bank, 
Kingsport, Tennessee, is W. E. Newell. 

+ 


The First Federal Savings and Loan 
Association, New York City, has 
named R. Craig Montgomery assistant 
vice-president in charge of advertising 
and public relations. 

Sd 


A charter has been granted the Ir- 
vington State Bank to open for busi- 
ness in Trenton, New Jersey. Its offi- 
cers will be Frank Betz, president; 


Presentation of manuscript highlights banker anniversary 
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Our sendings go the fastest way—air mail... 
fast motor truck ... carrier pigeon. Whatever’s 
the fastest means available, we use it to get 
your checks to the point of payment fast. 


For example, any check payable at any bank 
on our nightly truck runs, and reaching us in 
time to be processed for nightly delivery, is at 
the bank on which it is drawn next morning. 


First Pennsylvania operates this service in the 
interests of better banking. Similar speed by 
truck or by air is available to any bank in the 
United States. 


If you’re not making use of this consistently 
faster service, why not try it—and save 2 to 
4 days? Just give us a call. 


First Pennsylvania 


BANKING AND TRUST COMPANY BANKING SINCE 1782 


31 OFFICES — SERVING MORE PEOPLE MORE WAYS 
THAN ANY OTHER PHILADELPHIA BANK 


Member Federal Deposit Insurance Corporation 
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LETTERHEADS, POLICIES, DOCUMENTS, CERTIFICATES 


1 


DEFIANCE BOND 


@ 





All-new Weston’s DEFIANCE BOND with its 
modern bright-white color, high opacity and 
distinctive new finish is a conspicuously fine 
paper for letterheads, policies and other business 
records of lasting importance. Scrupulously clean, 
sparkling white, highly opaque, it reflects the 
character, dignity and integrity so essential to the 
establishment of a favorable company image. 


Made 100% of new cotton fiber, it has a pleasing 
cockle finish that brings out the best in any 
printing process and aids the typist in producing 
cleaner, crisper, more uniform impressions. 


Your printer will heartily agree when you 
suggest new Weston’s DEFIANCE BOND for 
your letterhead and matching envelopes — or for 
other important business records. 
Write for a sample book. Address 
Dept. BU 





BYRON WESTON COMPANY 
Makers of Papers for Business Records Since 1863 
DALTON, MASSACHUSETTS 


COTTON FIBER BOND © LEDGERS * MACHINE POSTING LEDGERS » INDEX BRISTOLS * SPECIALTIES 








Arthur Slavitt, vice-president; and 
Philip Deutsch, secretary-treasurer. 
So 


Dorsey D. Hopwood has been named 
president of the North Side State 
Bank, Houston, Texas, succeeding 
Michel T. Halbouty who has been ele- 
vated to board chairman. 


e 


I. Z. Musselman has been elected 
president of the First National Bank, 
Gettysburg, Pennsylvania. He suc- 
ceeds the late Edmund W. Thomas. 


. 


Earl C. Sandmeyer has been elected 
vice-president oi 
the Chemical Corn 
Exchange’ Bank, 
New York City. He 
has been director 
of public relations 
since joining the 
bank in 1951. In a 
second promotion, 
W. Robert Moore 
has been appointed 
E.C. SANDMEYER assistant vice-presi- 

dent and will be in 
charge of the bank’s methods and 
standards unit. 





0 


An item in the April, 1958 issue of 
this magazine incorrectly stated that 
Dr. Grover C. Dillman had succeeded 
the late Herman Gundlach as president 
of the Houghton (Michigan) National 
Bank. Mr. Gundlach, fortunately, is 
very much alive and serves as chairman 
of the board for the bank. Dr. Dillman 
succeeds R. A. McLean who recently 
passed away. 

. 

Neil A. Elder has been elected vice- 
president at the Everett (Massachu- 
setts) National Bank. 

2 


Edward V. Kozlowski has _ been 
elected comptroller of the Bank of 
Babylon, New York. 


Sd 


Top promotions at the Fidelity 
Savings and Loan Association, Spo- 
kane, Washington, have placed F. S. 
McWilliams, as chairman of the board. 
Succeeding him as president is E. J. 


Father, son share advancements 


E. J. McWILLIAMS F. S. McWILLIAMS 
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McWilliams, formerly executive vice- 
president. C. R. Johnson has been 
named executive vice-president. 

4 


William J. Harvey, chief operating 
officer of the Dime 
Savings Bank of 
Hartford, Connec- 
ticut, has been 
made treasurer, 
succeeding Richard 
I. Williams. Mr. 
Harvey joined the 
bank in 1936, was 
promoted to assist- 
ant treasurer in 
W. J. HARVEY 1940, and has 

served as secretary 
and assistant treasurer since 1954, 

° 














Irving R. Church has been promoted 
to vice-president and trust officer at 
the County Trust Company, White 
Plains, New York. 

& 

New executive vice-president of the 

Bank of West Memphis, Arkansas, is 


R. W. Irby, Jr. 


om 


The beautifully-appointed lobby of 
the Manhattan Savings Bank, New 














Bank lobby welcomes spring 


York City, was recently the setting for 
an Easter fashion show. A simulated 
Easter garden was set up in the lobby, 
and some of New York’s top models 
previewed the Easter styles while band 
leader Sammy Kaye handled the com- 
mentary. One of the models is shown 
in the accompanying photograph 
flanked by Willard K. Denton, left, 
president of Manhattan Savings, and 
Mr. Kaye. 
o 


The Manufacturers & Traders Trust 
Company, Buffalo, New York, has 


1958 


May, 





The buyer 
owns it <—© 
now . 


When your customers ship, 
title passes, and their credit risk begins 


At the time of shipping, your customers create an account receivable... 
and unless they have credit insurance . . . their insurance protection 
ceases. They lose control of the asset because title of the merchandise 
has passed. It is sound to insure the product while they own it. It is 
equally sound to insure it when the buyer owns it . . . and owes them 
for it. 


American Credit Insurance is an important 
factor in making commercial loans because 
the bank can be included as a named assured. 


We have prepared a booklet discussing credit insurance from the 
banker’s angle. If you’d like a copy please write AMERICAN CREDIT 
INDEMNITY COMPANY of New York, Dept. 49, 300 St. Paul Place, 
Baltimore 2, Maryland. 


Providing added protection on commercial 
loans is a valuable function of 


American 
Credit Insurance 


ANY ACCOUNT...NO MATTER HOW GOOD...IS BETTER WITH ACI 
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Out this — 


CHUBB 


cabinet 


saves 
vital 


records 





4 times out of 10, burned records 
mean a business killed. But CHUBB- 
protected records survive the severest fires. 


SK This CHUBB Cabinet withstood tremendous heat in a top 
floor office; crashed 60 feet to the ground when the building 
collapsed; then lay buried for days in burning rubble. 

As the illustrations show—the contents were intact. 

CHUBB manufacture a complete range of record protection 
equipment from filing cabinets to vault doors. There are CHUBB 
factories at Toronto, Sydney, Johannesburg, and Wolverhampton, 
England. 


Write to Toronto or London, England, for full details 


CHUBB & SON’S LOCK AND SAFE CO. LTD 
175-176 Tottenham Court Road, London, W.1, England 





elected Lewis G. Harriman, Jr., vice- 
president. 


* 


The Bank of Commerce, Newark. 
New Jersey, has named Morrison J 
Feldman president. He _ succeed: 
Thomas C. Wallace who has retired 
from the bank. 


e 


While attending the Wharton Schoo! 
of Finance in Philadelphia, two Japa- 
nese bankers recently toured the mai 
offices of The Philadelphia National 
Bank. The two, Osamu Toba of the 
Bank of Tokyo, and Mikio Miura of 
the Bank of Japan, very naturally were 
especially interested in Philadelphia 
National’s foreign department. In the 
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Japanese bank visitors 


accompanying photograph, James B. 
Husted and T. Graydon Upton, vice- 
presidents of Philadelphia National, 
discuss improvements to be made in 
the Philadelphia Port with Mr. Toba 
and Mr. Miura. 


+ 


Vice-president and cashier is the 
new title for Robert W. Gewecke at 
the Mount Prospect (Illinois) State 
Bank. 


4 


The Knickerbocker Federal Savings 
and Loan Association, New York City, 
has appointed Martin E. Evers vice- 
president. 


° 


A man believed to have done busi- 
ness with the Chase Manhattan Bank, 
New York City, longer than any other 
living customer, recently recounted the 
story of his account opening for bank 
officers. The man, Henry C. Smith oi 
New York City, rode horseback to the 
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65-year-old bank book 


Far Rockaway Bank on March 2, 1893, 
to help the new bank establish itself. 
Since that date 65 years ago, Mr. 
Smith’s Far Rockaway Bank merged 
with the Bank of Long Island, which 
in turn merged with the Bank of Man- 
hattan Company. Bank of Manhattan, 
in turn, merged to form the Chase Man- 
hattan Bank. In the accompanving 
photograph, Mr. Smith, right, shows 
his original pass book and a picture of 
himself as a boy on horseback to John 
J. Ross, assistant treasurer of the bank. 
° 
Reid Lighton has been named gen- 
eral sales manager of the Cunneen 
Company, bank building designers. 
o 


Simon C. Nielsen has been named 
president of the Mt. Lookout Saving 
and Loan Company, Cincinnati, Ohio. 

S 

Opening her first savings account 
became a happy event for Miss Theresa 
Lobosco when she put in the one bil- 
lionth dollar to be deposited in The 
Empire City Savings Bank, New York 
City. The deposit was made in Empire 
City Savings’ new main office at Third 
Avenue and 5lst street, and was 
marked by the presentation of gifts to 
the surprised depositor. Shown in the 
accompanying photograph with Miss 
Lobosco are Samuel S. Walker, chair- 
man of the board; and W. Emerson 
Gentzler, president. 


She’s a lucky depositor 
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The new Rand M¢Nally 
International Bankers Directory 


for 1958 
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BRANCH OFFICES IN: 


Akron, O. 
Albany; Ga. 
Atlanta, Ga. 
Augusta, Ga 

Birmingham, Ala 
Camden, N. J. 

Chicago, Hil. 
Cincinnati, O. 
Cleveland, O. 
Columbus, Ga. 
Columbus, O 
Dallas, Tex. 
Dayton, O. 
Decatur, Ga. 


National Title Division and Branch 
Offices, Agencies and Approved 
Attorneys — almost 14,000 alto- 
gether—are ready to serve millions 
of home buyers and investors in 
real estate securities with 


Lawyers Title superior service and 
protection—by a company finan- 
cially larger than any other en- 
gaged exclusively in the title 
business and over a territory far 
greater than is served by any 
other title company. 


No other title insurance company 
offers so much to so many—and, 
in addition—There is no better title 
insurance than a policy issued by 


lawyers Title Insurance (Orporation 


Detroit, Mich. 
Flint, Mich. 
Freehold, N. J. 
Grand Rapids, Mich. 
Macon, Ga. 
Mansfield, O. 
Morietta, Ga. 
Miomi, Fla. 


Mount Clemens, Mich. 


Newark, N. J. 
New Orleans, La. 
Newport News, Va 
New York, N. Y. 

Norfolk, Va. 

Pittsburgh, Pa. 





Toms River, N. J. 
Washington, D. C. 
White Plains, N. Y. 


Wilmington, Del. 
Winston-Salem, N. C 
Winter Haven, Fla 
REPRESENTED BY 
TITLE COMPANIES 
IN MORE THAN 
250 OTHER CITIES 


Home Office ~ Richmond , Virginia 


Titles Insured throughout 43 states, 
The District of Columbia, Puerto 
Rico, Hawaii and the Provinces of 
Ontario and Quebec, Canada. 
National Title Division Offices: 
Chicago, Dallas, Detroit and New 
York. Thousands of Approved 
Attorneys located throughout the 
operating territory. 
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New Share Offering 


The Royal Bank of Canada was the 
first Canadian bank to offer new 
shares to stockholders this year. The 
new offer, the third for the bank in 
recent years, will add 1,008,000 new 
shares. The offer, which is not open 
to shareholders in the United States 
since the issue is not registered under 
the U.S. Security Act, enables U.S. 
shareholders to sell their rights, one 
for each five shares held at March 5, 
1958. The shares are being offered at 
$37.50; par value of all Canadian bank 
shares is $10. It will add $10,080,000 
to the bank’s capital account and $27,- 
720,000 to its rest account, bringing 
the two accounts to $60,480,000 and 
$178,920,000, respectively. 

In announcing the new share offer, 
Royal Bank’s President and Board 
Chairman James Muir stated that it 
“will bring capital funds more in line 
with the volume of business trans- 
acted and with total assets and lia- 
bilities.” 


2 e e 


Novel Advertising 

The popularity of one Toronto 
branch manager resulted in a Bank 
of Montreal advertisement in a local 
trade journal inviting members to 
“a visit to Joe McCully’s Bank.” The 
two-page advertisement featured pho- 
tos of the new branch in the Toronto 
Board of Trade’s new 14-story build- 
ing. 

Branch manager Joe McCully, who 


Teachers learn the true value 


By JAMES MONTAGNES 




















Humorous folder gives away samples of bank’s wares 


just a few years ago was the bank’s 
special New York representative, 
keeps his office door open so he can 
see the sidewalk traffic pass the plate 
glass windows of the branch, and he 
is constantly waving greetings to 
friends. 

At the opening of the branch, lady 
visitors were given a pocket-size plas- 
tic rainhat, which carried the message 
“Save for a rainy day.” 

At other branches, the Bank of Mon- 
treal is distributing a clever folder to 
potential customers. The cover of the 
inviting folder says: “Bet you never 
expected .. ” and inside the cover is a 
Canadian penny and the words: “A 
sample from the Bank of Montreal.” 


of money in $1 million exhibit 
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To give schoolteachers an idea of 
what one million dollars looks like, the 
main branch of the Canadian Bank of 
Commerce at Toronto displayed this 
sum in small paper money in its vault 
when schoolteachers recently paid a 
visit to the bank. Bundles of currency 
were piled high on a table while teach- 
ers were given bundles in their hands 
to show how much paper currency was 
needed to make up the sum. 


e ° ° 


Central Banker Explains 
Changing Economic Climate 


World events were the main cause 
of changes in Canada’s economic and 
financial developments in 1957, J. E. 
Coyne, governor of the Bank of Can- 
ada, stated in his annual _ report. 
“Many factors were present in the 
chain of events leading up to the 
change in economic climate, but the 
main cause of the change was of 
worldwide origin and impact, that is, 
a leveling off or weakening of world 
markets for many of our most im- 
portant products. The process of 
adjustment, involving production, em- 
ployment, and in some cases prices, 
as well as a reduced scale of capital 
investment, also spread to a number 
of other sectors of the economy. 

“Monetary policy changed in ac- 
cordance with these developments. 
The money supply was expanded 
rapidly after mid-August, and partly 
for this reason and partly because of 
a reduction in demand in certain 
credit fields, monetary conditions in 
Canada generally became easier and 
interest rates declined substantially. 
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The reduction in interest rates began 
some two or three months before the 
corresponding movement in the United 
States, and the loanable funds of the 
banks, and money supply in general, 
showed a much greater increase in 
Canada from August on.” 

After dealing in considerable detail 
with the 1955-57 boom and world mar- 
kets for Canadian raw materials, Mr. 
Coyne pointed out that “during the 
recent period when the abnormally 
high demand for money far outran 
the moderate increase in the rate of 
savings and the moderate increase in 
the money supply, the impression 
seems to have arisen that the money 
supply was actually being contracted. 
This was not the case. 

“The supply of money increased and 
its velocity of circulation rose very 
substantially. The phrase ‘tight money 
policy’ may sometimes be used to 
refer to matters other than monetary 
matters, such as policy with regard to 
government taxation, expenditure and 
lending. To the extent that the phrase 
might be taken to imply a contraction 
in the availability of money it is not 
applicable. In this sense of the phrase 
there has never been a ‘tight money 
policy’ in Canada since the establish- 
ment of the central bank 23 years ago. 
There has been what I would ca!'l a 


J. E. COYNE, BANK OF CANADA 


Cites recessionary factors 


sound money policy. Circumstances 
might arise in which a sound money 
policy might require an actual reduc- 
tion of the money supply but this has 
not in fact happened. Even during the 
1955-57 period of inflationary pres- 
sure there was no policy of reducing 
the money supply or reducing the 
total volume of bank loans,” he said. 
Dealing further with monetary pol- 
icy Mr. Coyne stated in his 45-page an- 





For the answers 


you need on Canada... 


Your inquiries on any phase of 
Canadian business will receive 
prompt attention from any of 
v wv our offices 


listed below: 


10 2 MILLION CAMADIANS 


New York --64 Wall Street 


i E 
Bank oF MONTREAL 


San Francisco - - 333 California Street 


Chicago: Special Representative’s Office, 141 West Jackson Bivd. 
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MERCHANTS 
Naticnal Bank 
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ENDURING BRONZE 
ENHANCES YOUR IDENTITY 


Desk Nameplates: WaliNameplates 
Plaques and Tablets 


Directional Signs-Cornerstone Markers 


All in the richest alloys cast by master craftsmen in 
a wide selection of designs... 


With accelerated service which places your order — re- 


\EiSS FAY 


LOAN OFF it 


gardless of quantity — in the mails five days from order’s 
receipt by us... 


At exclusive new low prices made possible by a labor-saving 
development which is McGann’s alone. 


FOR FURTHER 


INFORMATION 
WRITE 
“The Honored Name 
in Bronze for 
Nearly a Century” 








Village Street, Somerville 43, Massachusetts 





nual report that “the recession we are 
now experiencing has not been brought 
about by monetary policy but, so far 
as domestic factors are concerned, by 
the degree of inflation and excessive 
expansion in certain directions which 
occurred despite a sound money 
policy.” He pointed out the drop in 
world markets for copper, lead, zinc 
and lumber, and that Canada’s hous- 
ing and automobile boom declined later 
than in the United States and housing 
later than in Great Britain. 


* ® « 


Careers in Banking 


To attract more young people to 
banking as a career, the Canadian 
Bankers’ Association and the Toronto- 
Dominion Bank have issued booklets 
citing the opportunities and rewards. 

In its booklet, “Banking as a Ca- 
reer” the Canadian Bankers’ Associa- 
tion points out that in the past decade 
the number of Canadian bank branches 
has grown from 3,300 to 4,500 and the 
number of employees from 35,000 to 
57,000. The booklet notes that in addi- 
tion to the salary paid by banks there 
are fringe benefits worth from 20 to 
25 per cent in the form of pensions, 


Bankinc oe 
as a Career 








Outlines opportunities 


annual paid holidays and paid statu- 
tory holidays, numerous insurance 
plans, a five day work week, year-end 
bonus and modern working conditions. 

The booklet adds that the Canadian 
banks “traditionally believe in pro- 
motion from within their own ranks. 
They seldom bring in outsiders to fill 
top positions. Retirements, promotions 
and growth of staffs result in a con- 
stant flow to more and more important 
positions. There are no restrictions on 
your progress, except your own ability 
and industry.” 

The booklet prepared by the Toron- 
to-Dominion Bank is primarily for 
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In recent years, the manu- 
facture of motor vehicles 
has grown to become one 


of the first half dozen 
industries in Canada; the 
dollar sales value of 
Canadian built cars, 
trucks and busses is al- 
most four times what it 
was a decade ago. 













































TORONTO-pominion ELST 





Stresses the many benefits 


indoctrinating new employees. It con- 
tains a welcoming message from gen- 
eral manager A. T. Lambert, and deals 
with the bank’s growth, working hours 
and statutory holidays, vacations 
ranging from one week after six 
’ months service, numerous insurance 
plans, special interest rates on em- 
ployee savings accounts, and retire- 
ment and pensions. 

The Toronto-Dominion Bank also 
explains what is expected from them 
in work and in meeting the public, and 
stresses the training aids provided in 
the larger centers by way of periodic 
classes for clerks, tellers and machine 
operators. 


Ltraneamete IMPORTANT 


F. Ross Maclean has been appointed 
supervisor of the credit department bd 
of the head-office of the Toronto-Do- in ana a 
minion Bank at Toronto, succeeding 


E. R. C ron, who has retired after ¥ , : P 
47 ae ate en hee Another important element in Canada’s economy—and strength—is 
, her banking system, whose largest member (and fourth largest in North 





manufacturing is 





° America) is The Royal Bank of Canada. If you have among your clients 

E. E. Spencer, supervisor of west- firms or individuals who wish to explore business and financial oppor- 

ern branches of the Eastern Trust Co. tunities in this fast growing country, you are invited to call on the 

™ and manager of its Vancouver branch, “Royal” for practical assistance and helpful counsel. A widespread 

i has advanced to assistant general network of “on-the-spot” branches, plus an alert, well-organized Busi- 

id manager at Toronto. He still is in ness Development Department, enables us to supply up-to-date infor- 

m charge of the western branches of the mation on specific areas and activities—complete banking facilities— 
m organization. and many specialized services outside the realm of routine banking. 

'O- + 


cS. Donald K. Tow, assistant general Vee ROYAL BANK 
ill manager of the Toronto General 
ns Trusts Corporation, has been pro- 
n- moted to general manager, succeeding OF CANADA 


Gordon C. Lindsay who has retired Head Office: Montreal 
on after 23 years with the company. Mr. ‘ 

eof on th Pens “a Ge Foe New York Agency—68 William St., New York 5, N. Y. 
_ as been W ron 0 e a Over 900 branches in Canada; the West Indies, Central and South America. 
Since 1929 A. Roy Courtice, assistant Offices in New York, London and Paris. Correspondents the world over. 


general manager, has been named ex- Total Assets Exceed 3% Billion Dollars 
ecutive counsel of the company. 
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AMERICAN TRUST COMPANY 


San Francisco 


Statement of Condition, March 31, 1958 
LIABILITIES 


RESOURCES 


Cash on Hand and in Banks 
U. S. Government Obligations 
State, County and 
Municipal Bonds 
Other Bonds and Securities 
Stock in Federal Reserve Bank 
Loans and Discounts 
Bank Premises and Equipment 
Other Real Estate 
Customers’ Liability 
under Acceptances 
Accrued Interest Receivable 
and Other Assets 


82,097 ,425.63 
46,215,732.17 
2,400,000.00 
803,551,230.91 
17,031,318.06 Capital Funds: 


1,083,205.28 


13,380,644.12 


$ 275,593,300.37 Deposits 
431,999,280.05 


Other Liabilities 


1.00 Capital Stock 


Acceptances Outstanding 
Reserve for Unearned Discount 


Reserve for Interest, Taxes, etc. 


$1,526,788,597.69 
1,166,405.40 
14,247,223.59 
16,572,922.76 
2,732,146.61 


($10.00 par value) $27,812,500.00 


Surplus 


52,187,500.00 
Undivided Profits 31,844,841.54 


111,844,841.54 








Total Resources 


$1,673,352,137.59 


Total Liabilities 


$1,673,352,137.59 


United States Government and other securities carried at $240,216,846.21 are pledged to secure U. S. Government 
Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 


FRAZER A. BAILEY 
San Francisco 
WAKEFIELD BAKER 
President, Baker & Hamilton 
KENNETH K. BECHTEL 
Chairman of the Board 
Industrial Indemnity Company 
COLBERT COLDWELL 
Coldwell, Banker & Company 
PETER COOK, JR. 
Rio Vista 
RANSOM M. COOK 
Senior Vice President 
PAUL L. DAVIES 
Chairman of the Board, Food 
Machinery and Chemical Corporation 
CHARLES ELSEY 
San Francisco 
B. R. FUNSTEN 
President, B. R. Funsten & Co. 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


DIRECTORS 


HENRY Q. HAWES 
Senior Vice President 
McCann-Erickson, Inc. 
WILLIAM L. KEADY 
President, Fibreboard Paper 
Products Corporation 
HARRIS C. KIRK 
President 
J.R. KNOWLAND 
Publisher, Oakland Tribune 
DANIEL E. KOSHLAND 
Chairman of the Executive Committee 
Levi Strauss & Company 
ROGER D. LAPHAM 
San Francisco 
JAMES K. LOCHEAD 
Piedmont 
DONALD MACLEAN 
President, California and Hawaiian 
Sugar Refining Corporation 


J. W. MAILLIARD, III 
Vice President 
Mailliard & Schmiedell 
DONALD H. McLAUGHLIN 
President, Homestake Mining 
Company 
ROBERT W. MILLER 
Chairman of the Board 
Pacific Lighting Corporation 
GEORGE G. MONTGOMERY 
President, Kern County 
Land Company 
HERMAN PHLEGER 
Brobeck, Phleger & Harrison, 
Attorneys 
ALLAN SPROUL 
Kentfield 
MARK R. SULLIVAN 
President, The Pacific Telephone 
and Telegraph Company 
BEN F. WOOLNER 
Attorney 


SERVING NORTHERN CALIFORNIA 


MEMBER FEDERAL RESERVE SYSTEM 
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THE BOOKLET COUNTER 








Vacationing . . . A break in the 
stress and strain of modern living 
can be relaxing, good for you, and 
should be fun. This fact-packed 48- 
page booklet is aimed at helping you 
make your annual leave all of these 
things, and more. It details pre-vaca- 
tion plans that should be made, such 








Jor fun 
for health 


for assurance 0; 
a fuller life 

















Tips for a successful change 


as arrangements for clothes, planning 
for daily itineraries, stops along the 
way, etc. A first-aid kit, a portable 
snack bar and other accessories that 
will make the journey more enjoy- 
able are also discussed. Having the 
car checked and overhauled, arrang- 
ing for board for a pet, and family 
visits to the dentist and doctor are 
covered, too. Other points included 
are: a checklist of things to do before 
you leave the house, such as locking 
all windows, unplugging electrical ap- 
pliances, etc.; precautions while vaca- 
tioning to avoid suntan, sore muscles, 
and the like. 


Service Charges . . . Banks inter- 
ested in better customer relations will 
want to study this 10-page offering. 
It outlines the primary functions of a 
bank and the need for service charges. 
This is done simply and to the point, 
with emphasis on how comparatively 
low service charges are in relation to 
the services provided the customer. 
The booklet details the path of a 
check, from the time it is written by 
the customer until it is actually 
charged to his account, providing a 
strong argument for the bank. It 
could serve as a valuable tool in the 
preparation of similar pamphlets by 
other banks. 


Finding and Keeping Customers 

. Know what people want and make 
it available to them in a pleasant and 
Convenient way, is one of the many 
points made in this outstanding 
Monthly Letter of The Royal Bank of 
Canada. It notes that everyone is a 
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potential customer, so the bank must 
pay attention to the stranger and 
show that it finds his visit important. 
The report also gives hints on ad- 
vertising, outlining matters to be 
considered, such as simplicity and 
creating desire. Several tips are also 
given on how to hold a customer. Tact 
and patience, apologies, and never al- 
lowing a customer to lose face are 
among these suggestions. 


Foreign Travel Hints . . . Tipping 
suggestions, tobacco restrictions and 
foreign money regulations are among 
the topics covered in this 12-page 
brochure. It also outlines comparative 
sizes of wearing apparel in U.S. and 
continental measures, enabling tour- 
ists to pick up gifts that will fit. Of 
particular interest to travelers is 
the handy currency conversion table 
which lists the values of 13 foreign 
currencies in relation to U.S. money, 
in 23 sums ranging from 10 cents to 
$100.00. Other information is given, 
such as temperature charts, weights 
and measure schedules, and a check 
list of matters to handle before one 
can make a trip abroad. 


Social Security . . . Financial of- 
ficers will find this four-page study 
quite useful. It provides a short recap 
of the major changes in the Social 
Security Act since 1939, pinpointing 
these amendments in a table for ready 
reference. The pamphlet also dis- 
cusses the changes, outlining the in- 
creased benefits, what groups were 
affected by the revisions, etc. Another 
table compares the present law with 
three new Social Security bills before 
the 85th Congress, providing a quick 
appraisal of possible changes in the 
taxable base, coverage, etc. 


Reading Racks . . . Banks that 
are considering the use of booklet 
racks for employees will be interested 
in this study. It is based on a survey 
of 35 companies with reading rack 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











programs, and gives employee view- 
points regarding the various booklets 
provided them. The findings indicate 
that the free booklets, now offered by 
2,000 companies, do influence employee 
understanding and attitudes. More 
than one-million booklets are being 
distributed weekly through reading 
racks, and the survey notes that 93 
per cent of the 6,111 people participat- 
ing in the study felt the program had 
value. Several charts are included 
to enable management to measure 
whether a reading rack program 
would be worth the $1.50 to $2.00 per 
employee charged annually. 


Helping Your Directors . . . Writ- 
ten from the director’s viewpoint, this 
16-page booklet is based on a speech 
given by the chief auditor of a large 
Pittsburgh bank. It outlines the re- 
sponsibilities of management in giv- 
ing assistance to directors, as well as 
noting points that will protect direc- 
tors from unnecessary liability. Loan 
policy, credit knowledge and informa- 
tion, personal and consumer loans, in- 
vestments, and audits and bank exam- 
inations are among the topics covered. 
A handy check list of what manage- 
ment should do to keep directors in- 
formed is included, along with similar 
lists on what should be considered in 
the formulation of loan and bond poli- 
cies. 


A Third of the Day ... A large 
portion of our lives, or roughly one- 
third of the day, is spent in earning 
a living. In this 48-page booklet are a 


THIRD 
of the ‘day... 


‘ 


Job’s the thing 


variety of hints on how to make our 
jobs more enjoyable. It discusses 
health, food and eating habits, recrea- 
tion, posture, personal care, etc., and 
their part in our outlook. A separate 
section covers the way we work with 
others, indicating the vital part that 
these relations play in our lives. 
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need credit information or assistance? 
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Our credit officers are constantly contacting business 

and industry firsthand. First National credit officers have 

a thorough knowledge of business conditions generally as 

well as specialized knowledge of particular fields of Our busy Credit Department ... where we keep up-to-date information on 
business. Their knowledge and experience are available commercial paper names and accurate credit files on thousands of individuals 
to you at all times. and companies in St. Louis and throughout the nation. 


T your request, our credit officers will collect all the perti- 

A nent facts through the use of our nationwide system of 

= correspondent banks and our daily contacts with recognized 

- Ha th ‘ agencies and accredited sources. These facts are then care- 
mines fully analyzed and evaluated before being passed on to you. 


Our credit officers will also help you analyze commercial 
THE FIRST Rents smainaanl . : tf, 
csaveciha.. Galea pplications ... assist you with your credit forms or 
IN ST.LOUIS . any other phase of your Credit Department operations. We 
hope you'll call on us often to provide credit information and 
assistance as well as other correspondent services, 


: For information about our many other correspondent services, 
mT Il write for free copies of the newly revised “Sincerely Yours” 

booklet. Send your requests to First National Bank in St. Louis, 
St. Louis 1, Missouri. 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 


Endorsers’ Liability 

A California District Court of Ap- 
peal held that where endorsers of a 
note secured by a mortgage or deed of 
trust were sued on the note before 
foreclosure and the original makers of 
the note were not served as defend- 
ants, the endorsers were liable. 

The defendants sold the real estate 
to the Lindells and-as a part of the 
transaction, the Lindells gave the de- 
fendants a promissory note secured 
by a second deed of trust. Thereupon 
the defendants transferred the note 
to the plaintiffs for value by a special 
endorsement and assigned to them the 
second deed of trust. Subsequently, the 
property was sold under the power of 
sale contained in the first deed of trust 
and then the present action followed. 
But the original makers of the note, 
the Lindells, were not served and judg- 
ment was against the endorser-de- 
fendants alone. 

The law of California is that the 
creditor loses no rights against the 
endorser, whose liability has become 
fixed, by mere failure to enforce his 
lien against the property mortgaged 
for security for the debt. 

Because the action was not against 
the original maker or the party pri- 
marily liable but on a separate and 
distinct obligation, the Court found, 
that it could in no way be construed 
as a deficiency judgment. The statute 
is concerned solely with actions for 
the recovery of deficiency judgments 
on the principal obligation after sale, 
as distinguished from an endorser’s 
obligation. 

Stephenson v. Lawn, 318 P.2d 132 
(1957) 
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Counterfeit Foreign Bonds 

The United States Court of Appeals, 
Second Circuit, New York, upheld the 
conviction of the defendant for utter- 
ing and passing counterfeit Kingdom 
of Belgium bonds with attempt to de- 
fraud and of conspiring to negotiate 
similar bonds. 

He was a licensed securities broker, 
acquainted with an ex-prize fighter 
who brought to him counterfeit King- 
dom of Belgium $1,000 7 per cent 
gold bonds of 1955. The legitimate 
issue had a market volue of $1,165 for 
a $1,000 bond. A bank employee told 
by the broker that he could buy Bel- 
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gium bonds below the market price 
warned the broker to be careful about 
the sellers. The broker said they were 
European refugees (not an ex-prize 
fighter). The broker then informed 
the president of First Guardian Se- 


curities Company that he would like to 
arrange a loan for a certain company, 
using foreign bonds as collateral. He 
asked for a loan of $150,000 using the 
Belgium bonds of 1955 as collateral. 

The First Guardian man asked if 
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or DUMB WAITERS ¢ BOOK 
LIFTS «© MONEY LIFTS e 
RECORD CARRIERS 





Speed vertical handling of materials, parts, 
records, books, cash. Relieve main elevator 
trafic with MATOTS. Economical to install 
in old and new construction. Hand or power 
operated. See SWEET’S CATALOG FILE or 
write for FREE 8-page catalog and specs guide. 


D. A. MATOT, INC. 


Lincoln 9-2177 Chicago 14, Ill. 





1533 W. Altgeld 








the broker’s people would sell the 
bonds instead and was answered in 
the affirmative. They agreed on a sale 
of 250 of the bonds at $600 a bond, 
plus $50.00 commission per bond foi 
the broker, who attributed the low 
price to a disagreement between the 
refugees. The broker explained that 
the refugees had smuggled the bonds 
out of Europe in coffee pots. The pur- 
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ALLISON COUPON BOOKS 
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If you mail monthly notices to installment 
customers and mortgagors... Allison Coupon 
Books will reduce your postage from 36 mail- 
ings to 1 mailing per account—or 1 mailing 
every 3 years. 


For those who must return passbooks 
that accompany mail payments. , . Allison 
Coupon Books will eliminate this entire mail- 
ing expense. 


If you make up your own coupon books 
on Duplicators, accounting machines or punched 
card equipment. ... Allison Coupon Books will 
save you all the postage you now spend mailing 
Personal Loan Coupon Books. This permits a 
maximum of one ounce postage on all other 
classes of business. 


NOW — before postal rates go up—is the time 
to veto your postage increase with Allison Cou- 
pon Books. The first step is to explore the facts. 
We will send you samples and complete infor- 
mation without obligation. Write us today. 


ALLISON COUPON COMPANY, INC. 


P.O. Box 102, Indianapolis 6, Indiana 








An Investment in Efficiency 





chaser agreed to pay $50,000 in cash 
and the balance in one week. The 
would-be purchaser compiled a list 
of the bond numbers without the 
broker’s knowledge. He found that 
many of them had been redeemed and 
destroyed or cancelled. He thereupon 
demanded his money back. 

After investigation, there was an 
indictment of the broker, the ex-prize 
fighter and two other conspirators. 

The broker said there was insuffi- 
cient evidence to show that he knew 
the bonds were counterfeit. However, 
the evidence included the disparity in 
price, the source of the bonds, the 
banker’s warning that they might be 
stolen and his original effort to place 
them as security, plus certain other 
misrepresentations and contradictions 
and unsatisfactory explanations. 

The Court found no difficulty in up- 
holding the finding of the jury. 
United States v. Kaye, 251 F.2d 87 
(1957) 
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Misapplication of 
Bank Funds 

The United States Court of Appeals, 
Sixth Circuit (Ohio) upheld a lower 
court prosecution of a bank official for 
misapplying the bank’s funds. He was 
accused of making false entries in 
books of a member bank in the Fed- 
eral Reserve System, and also of de- 
vising a scheme to use the mails to 
defraud. 

A complicated fraudulent scheme 
was used by the bank official to carry 
checks of certain depositors as cash 
items instead of charging their ac- 
count, which had insufficient funds 
to cover the checks. 

The bank official had written the 
depositors: “One of these days the Ex- 
aminers will be back in here and 
unless you guys get me off the spot it 
will be too bad for me. I never know 
when they are coming, therefore, | 
must keep my things in shape to pass 
their inspection. As it stands now it is 
certainly no good and I beg of you to 
get these things taken care of if you 
expect to stay in business.” A reply 
from one of the depositors stated: “I 
can surely realize that without doubt 
we have caused you many sleepless 
hours and aggravation.” 

The Court commented in part as 
follows: “. .. the conduct of these 
defendants in making unauthorized 
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GOLDEN GATE TO THE FAR EAST... Exciting... colorful 
. . . cosmopolitan — that’s San Francisco, gateway to 
the Far East. It’s headquarters, too, of Crocker-Anglo 
National Bank, and the logical point for effecting remit- 
tances to Australia, New Zealand and the Orient and for 
handling business transactions throughout the Pacific 
Basin and the Far East. 


Crocker-Anglo, fer 87 years a specialist in international 


banking, is an excellent channel for transmitting funds 
also to Mexico and Latin America. So look west to 
Crocker-Anglo Bank when speed is a factor. Upon 
special arrangement, you may issue your own drafts 
drawn directly on our foreign correspondent banks 
throughout the world. 

Another reason banks and bankers like the way 
Crocker-Anglo does business. 


Ask for a copy of our booklet, “San Francisco—World City” 


Administrative Headquarters: 1 Montgomery Street, San Francisco 
Assets over $1,500,000,000 ¢ Capital funds over $100,000,000 


CENTRAL TO THE WEST COAST 


Member Federal Reserve System - Member Federal Deposit Insurance Corporation 


CROCKER-ANGLO 


NATIONAL 


BANK 


Cabfornias Oldest Mational (Bank 
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The DOWNEY CHANGE TRAY 


THE NEW WAY 


zY 





- ++ for QUICK, ACCURATE 
handling of loose coins 


Tray holds 10 coins each of pennies, nickels, 
dimes, quarters, halves,-in each of 68 staggered 
pockets, making possible the giving out of change 


THE OLD WAY 


quickly and accurately. Figures on border desig- 
nate denominations of coins in pockets. In 3 styles: 
1--mounted on pedestal; 2-- fitted with rubber 
bumpers for counter use; 3--mounted on short 
legs, arranged for nesting with other trays. Tray, 
made of cast aluminum, measures 123g” x 9”. 
A big time saver. 


Fle COIN PACKAGING TRAY 


For use with tubular wrappers. Facilitates filling 
tubular wrappers in the following manner: Lay 
coins in tray, sloping forward. Then open tubular 
wrapper and engage coins at front of tray. Then 
push coins into wrapper. Keep rear end of wrap- 
per covered with finger. Made of wood or steel 
depending on the availability of material. A very 
handy item. 


We, CURRENCY RACK No. 2 


pactlitates cashing of cheche 


This device holds a moderate amount of bills of 
varying denominations rendered available for quick 
handling. Cashing of checks made quick and easy. 
Aluminum Base, 6% inches square. Nickeled posts 
are 7 inches high with counterweights. 





SEAL 
PRESS 


The user, with one hand, may attach cord and pull until 
Seat Pin is forced through the folds of canvas coin bag. 
Weighs only 17 ozs.... half the average weight of other 
Seal Presses... but with twice the leverage! Makes per. 
fect die impression when deforming the seal. Meets 

approved requirements. 


PURE LEAD SEALS 


The Lead Seals used with the above 
Press, are pilfer- proof, made of pure, 
non-porous soft lead that will not 
crack or break, easily deformed, mak- 
ing clear-cut impressions of sender's 
name on seal. Approved by Insurance 
Companies, P. 0. Dept., Federal Re- 
serve Bank, R. R, Express Companies, 
etc. Cord in Seal has a tensile strength 
130 Ibs. Fitted with hemp cord and pin. 
Seals packed in bundles of 50; pins 
may be ordered in varying jengths. 


i oe 





SEND TO DEPT.B 
FOR FULL INFORMATION 


LINEN 
SHIPPING 
TAGS 


SUPERIOR IN STRENGTH 
--.- proved by ‘PULL’ test 
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They are made to ‘‘deliver the 
goods.’’ Made of 8-point weight, 
size 23g"’ x 64"’ with ‘‘Register’’ 
stub. Style No. 2 same size but with 
blank stub for desired copy. Style 
No. 3, 23g'’x3%"" without stub. Rein- 
forced eyelet extends to end of tag. 
Printed in red and black. Bank im- 
print included in price. 


L. DOWNEY CO. 


HANNIBAL, MISSOURI 








use of the moneys of this bank with 
out establishing any credit with the 
bank by way of drawing checks anc 
making substantial overdrafts involv. 
ing large sums with respect to thes 
checks is inexcusable. It certainl) 
can’t be excused by saying, ‘We did 
not keep our check balances.’ .. . Ii 
they were oblivious to their bank bal 
ances, they wanted to be, and there 
fore they drew checks recklessly when- 
ever they wanted to obtain sums up to 
$32,000, even though their balance at 
any given time may have been but 
$100. They drew these checks, well 
knowing that the cashier was sweat- 
ing blood in an effort to take care of 
those checks and to conceal them from 
the bank officials and the bank ex- 
aminers.” 

...v. United States, 249 F.2d 37 
(1957) 
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Seeurity Trust 

The United States Court of Appeals, 
Ninth Circuit (Idaho) held a bank 
accountable after it had been taken 
over by the Federal Deposit Insurance 
Corporation for what was left after 
payment of a loan made by the bank. 
The bank had taken the title to assets 
of its borrower in order to secure pay- 
ment of the loan. At the time the loan 
was entered into and at the time suit 
was brought for the balance left after 
payment of the loan, the bank was 
solvent; subsequently it became in- 
solvent and was taken over by the 
F.D.I.C. 

The borrower conveyed legal title 
of chattels to the bank, simultaneously 
entering into an agreement which pro- 
vided in detail that the bank was re- 
quired to sell a portion of the prop- 
erty, pay the debt to it and return the 
balance of the proceeds and the goods 
remaining to the borrower. The Court 
found that therefore an express trust 
was consensually created. “Thus the 
transaction was removed from the 
fields of bailment or even of mortga- 
gee in possession after default. Even a 
bailee is a trustee if he be vested with 
power to exchange or to sell the per- 
sonal property. The mortgagee who 
has taken possession of personal prop- 
erty after default is likewise held to 
be invested with fiduciary obligations. 
Whatever questions arise in the anal- 
ogous situations, we need not to be 
troubled with them since here there is 
a classic express trust.” 

The Court pointed out that by sell- 
ing or dissipating the property the 
bank could not magically create a 


_ debtor-creditor relationship, saying: 


“A trustee of property by express 
trust is compelled by the confidence 


| imposed upon him to act in good faith 


and not only with such care and pru- 


| dence that a person would exercise in 


disposing of his own property, but 
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one man may be a whiz in a quiz... but 


it takes a whole panel of experts to plan a bank 


The lone genius may sparkle in an isola- 
tion booth — but when it comes to plan- 
ning a bank, one man can’t know all the 
answers. Today, as banking becomes ever 
more complex, it takes a whole panel of 
experts — all of them specialists in this 
highly technical field — to solve the host 


of intricate problems involved. 

It takes group planning, group exper- 
ience, to eliminate costly guesswork —to 
make sure that every foot of space, every 


design detail contributes to operating 
efficiency, to attracting new customers, 
and to keeping present customers. 

When Bank Building Corporation plans 
and designs your new quarters project, 
you get the teamwork of skilled special- 
ists — operational analysts, designers, 
engineers, cost consultants, construction 
experts — who’ve completed over 3,300 
financial projects. Yet their combined 
services cost you no more! 


OF AMERICA 
ST. LOUIS, 1130 Hampton Avenue 
NEW YORK e CHICAGO « SAN FRANCISCO «+ ATLANTA e¢ AUSTIN 


j specialized ne 
| Planning 


Bank Building Corporation's 
specialized planning methods 
give you more for your new 
quarters investment! Send 
today for this new brochure 
that documents actual dollar 
savings realized through plan- 
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Main Office: Baltimore & Light Sts. 
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CUT OFFICE OVERHEAD 
AND SAVE PRECIOUS $ 


Our new, illustrated 1958 catalog leads the 
way to efficiency with thousands of top 
quality office, accounting and _ stationery 
items priced to save you money. 






















We manufacture our own forms. 











For over 77 years, Japan's largest 
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Our 100-Page Catalog Today! financiol institution has fostered 
No Salesman Will Call international trade and commerce. 
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| ACCOUNTANTS SUPPLY HOU 
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also with that caution to preserve the 
property which is enjoined upon such 
a fiduciary. There was here no proof 
that the Bank used any precaution 
whatsoever. The trial court found the 
market value of the property at the 
time the borrower entrusted it to this 
Bank, in confidence that the latter 
would explicitly carry out the terms 
prescribed. The Bank, as trustee, fla- 
grantly violated the trust.” 

The Court remarked that the sub- 
stitution of a representative of a trus- 
tee (in this case the F.D.I.C.) would 
not deprive the Court of plenary au- 
thority to deal with a violation of the 
trust. 

The bank’s receiver took the posi- 
tion that it was administratively 
the final authority for the allocation 
of funds, and that a Federal Court 
had no jurisdiction, but the Court 
pointed out that the suit was brought 
against the bank and would be consid- 
ered upon that basis alone, since the 
situation had to be treated as if the 
decree had been rendered at the time 
of the filing of the complaint. 

Just as the finding was fully justi- 
fied by the evidence against the bank, 
it was binding upon the bank’s receiv- 
er as a substitute for the bank. 
Federal Deposit Ins. Corp. v. Myhre, 
249 F.2d 887 (1957) 


. 
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Name Conflict 

Two banks settled their differences 
regarding name and claim to antiquity 
after an action by one to enjoin the 
other changing its name from adver- 
tising that it was Delaware’s oldest 
or first commercial bank. The Farmers 
Bank of the State of Delaware was 
chartered in 1807 and has continuously 
operated under the same charter since 
that time. It is unique among banks 
in the United States in that by its 
charter and by statute the State is 
very closely associated with it in its 
ownership and management. Fifty- 
seven percent of the stock of the 
Farmers Bank is owned by the School 
Fund of the State; nine of the bank’s 
twenty-seven directors are named by 
the General Assembly to hold office on 
the part of the State; and the Bank 
is the statutory depository for all 
State and County funds. 

Equitable Security has claimed an- 
tiquity beginning in 1795 when “The 
President, Directors and Company of 
the Bank of Delaware” was founded as 
a voluntary association. This institu- 
tion, commonly known as Bank of 
Delaware, received its corporate char- 
ter in 1796 and continued as a State 
bank until 1865 when it converted to 
a national bank under the name The 
National Bank of Delaware at Wil- 
mington. In 1930 Security Trust Com- 
pany acquired the assets, business and 
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THE WAVY LINES ® ARE 
@ LA MONTE TRADE-MARK 





Stolen cash is truly lost... you cannot 
stop payment on it... you can ona check. 


And, checks on La Monte Safety Paper afford 









additional protection ... they quickly 
reveal any attempt at alteration. For 
quality, safety and service La Monte has 


been the leader for generations. 


ee oe ee ee 
FOR CHECKS 



















A new Trust Company 


has been established in 


The Bahamas 


The Company will provide a full range of trust 
services for individuals and organizations, in- 
cluding trusteeship of settlements, administra- 
tion of estates and executorship of wills, and 
management services for holding companies, 
pension funds and financial corporations. 


Enquiries may be directed to any of 530 Bank 
of Nova Scotia branches in Canada and the 
Caribbean or to: New York, 37 Wall Street; 
Chicago, Board of Trade Bldg.; London, 24-26 
Walbrook, E.C. 4 and 11 Waterloo Place, 
S.W. 1; Toronto, 44 King St. W. 


THE BANK OF NOVA SCOTIA 
TRUST COMPANY (BAHAMAS) LTD. 


HEAD OFFICE: NASSAU, BAHAMAS 














ANOTHER 
FOR FIRST NATIONAL 
¢ DEPOSITS UP 23% 
e RESOURCES UP 22% 
© 10 NEW OFFICES 


Home Office 
Phoenix, Arizona 


NATIONAL 
BARN KK or arizona 


Now 51 Offices in Arizona 
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f good first impression... 4 
~ an enduring good impression; 


THE 


GFINS2 


MANHATTAN 
BANK 


Bank Signs in Bronze or Aluminum 


by U.S. BRONZE 


Impressive dignity and good taste are working 
ambassadors for you when your bank’s name 
appears in these beautifully designed and exe- 
cuted signs. Names of your personnel on tasteful 
metal signs also assure an impression of dignity 
and stability. 


Desk Nameplates 
Both Economical 
and Beautiful 


INDIVIDUAL LETTERS—Metal or 
plastic—in all sizes 


Perfect for permanent signs, inside 
or out. As suppliers to banks large 
and small from coast to coast, we 
offer the widest selection with the 
most in service, at economical 
prices. Send today for catalog of 
all signs, plates, display cases, etc. 


“Bronze Tablet Headquarters” 


UNITED STATES BRONZE sicn co., tne. 


101 W. 31st St., Dept. BC, New York 1, N. Y. 





good will of The National Bank of 
Delaware in exchange for 1210 shares 
of its own stock and the latter organi- 
zation was absorbed into the former. 
The State law did not then permit the 
merger of a national bank into a state 
bank. In 1952 Security Trust Com- 
pany merged with Equitable Trust 
Company under the 1885 charter of 
Security Trust Company; and the re- 
sultant institution has been known 
as Equitable Security Trust Company. 
During this entire period service at 
the successive institutions has never 
been interrupted. 

The Equitable Security stockholders 
voted to change the name to Bank of 
Delaware on November 20, 1957, and 
the State Board of Bank Incorpora- 
tion on December 9th approved the 
change to be effective December 19th. 
Two days before that the Farmer’s 
Bank filed a complaint in the Court 
of Chancery, seeking a temporary or- 
der to restrain Equitable Security 
from filing its certificate of amend- 
ment in the office of the Secretary of 
State, as is required to make change 
of name effective, and from represent- 
ing in its advertising that it was the 
oldest or the first bank in Delaware 
or that it was organized in 1795. The 
amicable settlement provided that the 
objection against Equitable Security’s 
use of the name “Bank of Delaware” 
would be withdrawn but the latter 
bank would refrain from advertising 
that it was the oldest or the first bank 
in Delaware, or that it was organized 
in 1795. It was permitted that it dis- 
play on its financial statements, letter- 
heads, signs and advertisements, the 
legend “Successor to Business of The 
Bank of Delaware—1795” or some- 
thing of that sort. 


e e * 


Pledge Not a Mortgage 

The United States District Court 
in Kentucky has held that creditors 
had a right in property, which was 
pledged to a bank to secure a note, 
superior to the right of the bank. 

The defendant was the operator of a 
used-car dealership and _ borrowed 
$4,000 from the bank to be used to 
purchase automobiles in Illinois. The 
bank claimed that the loan was evi- 
denced by an instrument known under 
the laws of Alabama as a chattel or 
collateral form note. The description 
of the collateral was left open pending 
the purchase of the automobiles and 
the furnishing of their description by 
the borrower to the bank. Three Cadil- 
lacs were purchased, but they were in- 
tercepted by another creditor of the 
purchaser and attached by the sheriff 
at his order. 

The Court felt that possession of the 
cars was not guaranteed to the bank. 
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Interior view of The Manufacturers National Bank 


showing eleven of their many Brandt Automatic 
Cashiers. 


In addition to Brandt Automatic Cashiers, The 
Manufacturers National Bank of Detroit uses 
Brandt coin sorting, counting and packag- 
ing equipment. 

Banks throughout the country, ranging from 
the largest to the very small banks, have found 


Brandt equipment of great value in the han- 
dling of coins. 








Approximately twenty-five years ago, The Manufacturers National Bank installed 
their first Brandt Automatic Cashier. Keeping in step with their growth through 
the years, they now own in excess of two hundred of these machines at their 
thirty-five locations throughout the Detroit area. 


The following statement appears in a letter received from this bank: 


“In the Main Office and at branches serving Detroit and the Metropolitan Area, 
Brandt equipment has been instrumental in helping Manufacturers National Bank 


maintain a reputation for prompt and efficient teller service.” 
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WATERTOWN Established 1890 WISCONSIN 


“Brandt” and “Cashier” registered United States Patent Office and Canadian Trade Marks Office 


May, 1958 





























It also concluded that the plain- 
tiffs were entitled to a judgment en- 
; . forcing the attachment lien by having 

FILING NEEDN'T BE A GAME OF... applied to plaintiffs’ indebtedness the 
appraised value of the Cadillac auto- 
mobiles, for which the bank had exe. 
cuted bond. The intervening petition 
of the bank, therefore, was thus dis- 
missed. 








Beardsley v. Lowe, 156 F. Supp. 550 | 
(1957) 
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UPGRADING 
HOUNDS BANK SALESMANSHIP 


CONTINUED FROM PAGE 37 








Chasing the letter, invoice or other paper you want is neither 

efficient nor profitable—and totally unnecessary if you file by the pes 
F : : gs. 

ACCO method. Let your Stationer brief you on Accobind Folders, Two or three of the panel members 

Accopress Binders and the Acco System for keeping papers in likewise have reported that they 

order and safe. learned enough through preparing 

their own talks and answering ques- 

| tions to repay them for all the work 

| involved, even if they had not taught 

anything to anyone else. These men 

| say they are doing a better sales job 

| than before. One of the moderators 

' even declares that he and the rest of 

| the men who sat at the front table got 

more out of it than the men in the au- 

— | ditorium. Parenthetically, this is not 

| a surprising idea to anyone who has 

VOGEL-PETERSON | worked for long in the field of adult 


using techniques learned in the panel 





ACCO PRODUCTS 
Division of NATSER Corporation 
Ogdensburg e New York 


In Canada: Acco Canadian Co., Ltd., Toronto 














education. 
| As this article is written, a year has 
elapsed since the course was concluded. 
We know of no way to measure its 




























For 
Comprehensive 


DY=vero) nel telan nlal> 


Styled to harmonize with fine appoint- 
ments, these smart wardrobe units are 


. i quality built of closed-end aluminum “SS = : fe 
Banking tubes rigidly held in cast aluminum effectiveness by a numerical index 


: brackets. Permanently beautiful in such as new accounts opened or new 
i “clear” or “gold” anodized finishes. 





and i Mount at any height, on any wall — services adopted by old customers. But 
i singly, end-to-end or in tiers, to give ‘ : : 

: | any desired capacity. Brackets adjust- | We feel that the quality of selling done 

Forel n + able to exact centers. Come in lengths | has appreciably improved in the past 
by the even foot up to and including ‘ 

8 feet. twelve months, and that there is better 


Exchange ; Write for Bulletin DL -15 and more specific preparation before 
Shelf No. 21 


has full length Hanger - = = a calling on prospects. 
















Rail extending 11-5/8" 


iliti from wall. Sapte 
Faciliti ITHIN a few months after con- 


clusion of the panel program, suf- 
ficient interest in our sales education 
and training had developed among 
Shelf No. 31 bankers in the Chicago area so that we 
anchor-tyie coat hooks —— to share with others what we 
rail, ad learned. We picked and condensed. 
We even staged an all-day experimen- 

tal session with eight panel divisions, 
bringing in to view this trial run a 
participating group of 50 of our own 
people. It included young men prepar- 
ing for selling jobs, plus seasoned 
officers and managers throughout the 
bank. From them we received written 
criticisms. They cut us down from all 
an day to half a day, cut our panels from 
Packaged— Ready to put up. eight to five. Eighty-five guests joined 


Shelve ne boxed, fully assembled ready 


o install us f = i *e- 
— a t or an all-afternoon session, and 1 


tess 00 Gein Seen’ VOGEL-PETERSON CO. ports thus far received from them 


London Branch: 7, Birchin Lane, London E.C. 3 1121 W. 37th Street + Chicago 9, Illinois have sounded genuinely enthusiasitc. 
Currently we are preparing to carry 


Shelf No. 11 
general utility shelf or 
for extra hat shelf above 
types 21 or 31. 





MITSUBISHI BANK 
Lrp. 


New York Branch: 
120 Broadway, New York 5, N.Y. 
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SECURITY 
LIQUIDITY 

NO RISK 

HIGH RETURNS 























These add up to 
increasing your 
bank's income 
substantially 
and safely 

















Cash Value 


TWO PLANS , . 
Life Insurance Loans are highly profitable. Collateral 
ARE AVAILABLE ‘ ‘ , 
constantly increases in value — and there is an un- 
limited volume of these loans immediately available. 
A. More than $165,000,000.00 of these loans have been 
The Direct-Broker Plan placed with banks throughout the country by Policy 
The loans are originated by our Holders’ Service Bureau for over 20 years. All are 
organization, and complete de- secured by cash values of life insurance policies issued by 
tails necessary to set the loans the largest companies. 
up for your Bank are handled by 
us. After the loans are received Convenience simplicity, liquidity, diversification, and 


and accepted by your bank, they 
are handled directly with bor- 
rowers, 


B. 


security make these loans a most attractive investment. 


For More Complete Information and Bank References 
(Banks known to you) write 





The Service-Broker Plan 


The loans are made by our or- ; 
ganization to the borrower and e olden 
are sold to the Bank for the 

amount of the note. All details 


incidental to this type of invest- 

ment are handled by us through- 

out the life of the loans. SERVICE BUREAU 
ARTHUR |. BOREMAN & SONS 








1912 GRAND AVENUE 
DES MOINES 5. IOWA 
CHICAGO + LOS ANGELES 
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Pho EXPENSIVE INSTALLATION! 


ADD UNITS As NEEDED! 


READY 


for 
service 


STEP 
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brake 





FENCO dealers in most principal cities. 





FENCO 


Mobile 


TELLER UNITS 


-.. with 
**Bank Engineered 
Features”’ 





FENCO Mobile Units keep currency in- 
tact—always SAFE—never leaves the 
unit. Roll to and from vault with ease. 
19 Stock Models. Modern banking 
features include: 


* P.K. Locks on Drawers 

* “Spy Proof” Combination Lock on Door 

* Heavy Duty Ball Bearing Rubber Tire 
Casters 

* Lustrous finish in modern Gray, Beige 
and Desert Sage 

* Locking Lugs in back of Door 

* Removable Currency Tray 


EXCLUSIVE: FENCO Foot Brake locks unit to 
floor. Tip-Toe release. 

GUARANTEE: Materials and workmanship 
unconditionally guaranteed. Replacement 
Free of charge. 


Or write Dept. BC, for your nearest > FENCO CORPORATION 


dealer and valuable descriptive folder, 


121 Seventh Ave., New York 11 





Now ELECTROFILE 





Cuts Clerical Costs with 
PUSH-BUTTON FILING 


= 





REVOLUTIONIZES CONSUMER 
LOAN RECORD KEEPING 


Here’s how to mechanize active records to 
save time, work and money. ELECTRO- 
FILE codes, verifies, houses and selects 
cards—all in one compact unit. Elimi- 
nates need for sequence filing. Cards 
needed pop up automatically at the push 
of the buttons. Re-filing time virtually 
eliminated. 

ELECTROFILE is ideal for use in 
combination with posting machines. It 
pays for itself quickly through its savings. 


Write for full details 

TROFILE Division of 

wees JOHNSON FARE BOX COMPANY 

EDD 4619 N. Ravenswood Ave. 
Chicago 40, Ill. 


SALES AND SERVICE OFFICES IN MAJOR CITIES 
LISTED UNDER BOWSER, INC. 
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against fraud 


AMERICAN 400 PORTABLE 
ELECTRIC PERFORATOR 


‘fe 


ee if 


The American 400 perforates thousands 
of items an hour. It offers a foolproof 
permanent way to cancel, date, number, 
validate, void, receipt or otherwise 
mark paper—through many carbons. 
Automatic paper-trip operation. Choice 
of 1, 2 or 3-line copy, including change- 
able date or number, Quiet, powerful, 
handsome, occupying space of only 
62 by 13 inches. A leader in the field 
since 1910, American makes a full line 
of perforators. Write for literature. 


HELLER ROBERTS 
Manufacturing Corporation 
AMERICAN PERFORATOR Div. 
700 Jamaica Ave., Brooklyn 8, N. Y. 
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to a still broader segment of our staff 
the education and training program on 
selling bank services. For this larger 
and more varied audience we are using 
a technique that our bank some years 
ago pioneered. This technique we cal 
“Live Demonstrations.” These ar 
short dramatizations in which mem 

bers of our organization, usuall: 

chosen because their own backgroun 
experience equips them to work up th 

subject matter, act out typical sii 
uations. In the past we have used these 
demonstrations for education and 
training in customer relations, man- 
agement development, and job per- 
formance. 


OW we are working up live demon- 
strations for the bank’s next sales 
education and training series. These 
cover such typical situations as a call 
on the president of a small, growing 
manufacturing company whose bor- 
rowing needs exceed the legal limits of 
his local bank; a stranger walking into 
the bank lobby to inquire about a 
checking account; and, a man who 
makes outside calls for the bank com- 
piling with a younger associate the 
facts for an intelligent, helpful ap- 
proach that will interest the prospect 
because the caller will be offering him 
a banking solution to a company finan- 
cial problem that can be handled better 
than it has been handled previously. 
We feel confident that these pro- 
grams will enable us to reach much 
further into the bank’s personnel with 
a stimulus that will provide a broader 
sales outlook and tested selling tech- 
niques. We know that, properly han- 
dled, the live demonstrations can 
achieve this without even slightly di- 
luting the contribution to his own job 
performance that the individual in a 
higher level of sales work will carry 
away from the same session. 
With the importance that selling 
properly claims in the present brisk 
competition for good bank customers, 
we believe there is no other activity 
to which we could currently direct our 
education and training effort with 
equivalent benefit to the bank. 


BANK EMERGENCY 
OPERATIONS 


CONTINUED FROM PAGE 39 
procedures to be followed for pre-at- 
tack and post-attack action. 
Smaller banks may elect to merely 
record the master plan in outline 
form, omitting much of the detailed 
information. Irrespective of approach, 
all banks are urged to reduce the 
plans to writing and to keep them 
current by periodic review and re- 
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f FUEL REQUIRED SPORT TICKETS 
if CORRESPONDENCE 
. f , FILES 

' ON-THE-PREMISES | 
= SECURITY _ GOVERNMENT 
ne TRANSCRIPTS 
: LEDGER JOURNALS 
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COMPLETE 
wi DESTRUCTION 
ity The only way to destroy valuable confidential paper material 
ith UNSAFE is to burn it! 





And the Silent Glow Confidential Paper Destroyer is the only 
sure way of burning with practical, positive protection—its unique 
process of triple chamber, hydroxylative combustion reduces 
toughest cardboard and paper material to a snow white ash! 

This unit is now installed throughout the world . . . in banks, 


UNSURE atomic energy plants, military stations, foreign embassies, and 
: security-wise companies. 





To keep confidential information from becoming common knowl- 
ila edge, COMPLETE BURNING is best . . . by far. 


a Write for complete information. 
rely 
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Bank Supplies 
Since 1914 


STRAYER 


Steel Storage Files 
Utmost in Safety 
Positive Drawer Stops 
Vertical and Horizontal Rigid 
Stacking—Automatically 





5 - Styles 


R—Non Roller 
RB—Steel Bearing Wheels 
NR—Nylon Rollers 
NRGL—Combination Nylon 
Rollers and Glide 
NGL—Nylon Glide Only 
Easy to install 


Made any size you specify—é6 colors 








AUTOMATIC 
NO PASTING 





“Easy Snap" collapsible corrugated paper file boxes 
Available 175 stock sizes 








Coin Bags 
Boxes 
Trays 

Wrappers 

Teller Chests 

Note Cases 

Sorters 





Send for our Catalogue 


STRAYER COIN BAG CO. Inc. 






























































































































































THE NIPPON 


KANGYO BANK 


LIMITED 


HEAD OFFICE: 
120 BRANCHES THROUGHOUT JAPAN 


HIBIYA TOKYO 


NEW YORK REPRESENTATIVE OFFICE: 
esac Broadway, New York 6, “ede 
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New Brighton, Pa. 


FIRST NATIONAL BANK 








Customers Go For These 
Bank Document Cases 
A low-cost, top-quality promotion item that 
will pay off in customer good will. 5” x 12” 
bank document case of leather-like appear 
ance. Wide range of colors. Tastefully ime 
printed or embossed with your. message at no 
extra cost. Precision-made in our plant. Direct 
to-you sales policy reduces your cost. 








250 500 1000 2500 5000 
48¢ 45¢ 42¢ 40¢ 36¢ ea. 


Write today for free samples. Many other 
bank promotion items also available. 


American Thermoplastic Co. 
425 First Ave., Pittsburgh 19, Pa. 





imitation leather or plastic 
commercial passbooks and 
pocket check cases 





SAMPLES AND PRICES ON REQUEST 


WILLIAM EXLINE INC. 


1270 ONTARIO STREET, CLEVELAND 13, OHIO 








vision. Sufficient copies of the man- 
ual or written instructions should be 
maintained in the alternate headquar- 
ters or relocation centers, as well as 
in the main office vault.” 
Management may decide to keep 
certain aspects of the plan confiden- 
tial, the booklet notes. This might in- 
clude matters such as management 
succession and possible arrangements 
to obtain and distribute currency. It 
advises, however, that personnel be 
apprised of general details of the pro- 
gram and the procedure they will be 
expected to follow in an emergency. 


HE second booklet in the series 
Personnel Protection, contends 
that a bank’s disaster plan should pro- 
vide for staff protection from modern 
weapons during an attack, special wel- 
fare services following an attack, med- 
ical aid for the injured, and a training 
program to assure better prepared- 
ness in dealing with an emergency. 
“Few, if any, banks will find it fea- 
sible to construct new shelters for em- 
ployees,” according to the study. “The 
alternative lies in a critical engineer- 
ing analysis of existing structures and 
facilities to determine areas where 
maximum protection is afforded. The 
latest government information on pro- 
tective construction should be used as 
a guide in selecting shelter areas.” 
Dispersion provides one of the best 
means of defense in nuclear attacks, 
giving branch systems or large banks 
with two or more shifts an advantage. 
Where possible, the booklet adds, the 
banks should be mindful that distance 
and scattered distribution are the best 


| means of survival. 


Following an attack, anxiety, fright, 
panic and similar disturbances on the 
part of employees can be minimized 
by providing special welfare services. 
These would include the collection and 
prompt dissemination of information, 
the rendering of financial aid, and ac- 
tivities to bolster morale. 

If a disaster interrupts regular 
payroll procedures, the booklet con- 
tinues, banks will want to make some 
provision to take care of their em- 
ployees in the interim. One plan sug- 
gested is an agreement with a corre- 
spondent bank in another locality 
whereby special compensation pay- 
ments could be made by the latter 
according to a prearranged schedule. 


, third booklet in this series, 
Continuity of Management and 
Alternate Headquarters, advises man- 
agement to plan for its own continuity, 
since a serious assault could cost the 
bank many losses in key personnel. 
Leadership needed for reconstruction 
of the organization might be virtually 
nonexistent. In such a situation, 4 
well-organized continuity plan should 
assure as far as possible a reconstitu- 
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{ A Above—Note how depositors can enter and leave at any 
a : window without blocking traffic. Building is only 18 feet 


e- wide at widest point, less than 150 feet long. 
ty : Below—The Mosler “Picture Window” is sleek, modern, 
v- f completely automatic. Operates at the touch of a button. 


It’s draft proof. Money is in view at all times.w 











How Union-Planters National Bank serves up to 


























SOO depositors a day... 
on the narrowest lot in Memphis 





“Our Mosler auto-teller installation solves the king-size plague 
afflicting our business...the parking problem”, says Mr. D. N. 
Shepherd, Vice President and Cashier of Union Planters, speaking 
of the Front Street installation. ““We’re just a block and a half away 
from one of the most heavily trafficked areas in Memphis. Yet we 
average 400 depositors daily and easily handle twice that on heavy 
days in spite of our extremely limited space.” 


EASY ACCESSIBILITY 


The building was designed by Eason, Anthony, McKinnie & Cox. 
Says Mr. Anthony, “The modified saw-tooth design not only pro- 
vides for concentrated spacing of tellers but also permits free 
movement of depositors at any drive-in window. Our experience 
with Mosler equipment has always been completely satisfactory.” 


MOSLER VAULT DOORS 


Union Planters is the largest bank in its area. Mr. Shepherd reports, 
“We have been using Mosler equipment for years, including 15 
night depositories and 12 big vault doors. Throughout our system, 
Mosler equipment has provided efficient service.” 


When it’s time to remodel or build... why not draw on Mosler 
experience? Ask to see the new Mosler Auto Banking Idea Book. 
Call the Man from Mosler or write to the address below. 


Integrated Banking Equipment by 
THE MOSLER SAFE CoO. 


Dept. A, 320 Fifth Avenue, New York, N.Y. 
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ARE YOU LOOKING TOWARDS PERU...? 


The promotion of Peruvian foreign trade has been 
one of the main objects of our bank ever since its 
foundation over 65 years ago. If you are interested 
in doing business in Peru a letter addressed to us 


will assure you our friendly co-operation. 


BANCO DE CREDITO DEL PERU 
Head Office - - LIMA 


Throughout the Country 
CAPITAL - S/.80,000,000.00 
SURPLUS - S/.98,745,958.91 


"Peru's Oldest National Commercial Bank" 




















Combination CABINETS 
For ROLLED COIN 


Designed for counter and vault storage. 


No. 404 size — 
ay 'Wx 11”"H 


toldes "$15.00 in 
pennies, $50.00 
in nickels, $150 
in dimes, $350 
in quarters $180 
in halves. 


Each g50 


(Covers with series 
fock-$4.00 add.) 





Both welded steel fin- 
ished in hammertone 
gray. 


No. 401 size—9''W x 

9VY4"H x 334"D. 

Holds: $10.00 in pennies 
20.00 in nickels 
100.00 in dimes 
100.00 in quarters 
50.00 in halves 


Each 65° 


(Covers not available) 


NS OWINAD one co, inc 





350 West Ontario St., 


Chicago 10, Ill. 
BANK AND CASHIER EQUIPMENT 
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THE IDEAL GIFT TO ATTRACT | 
Pa AE 


Attractively ™§§ A Desk Pen 
gift A Letter Opener 
boxed HE A Pen Base 
@ A Paper We'ght 


65’ each—in 100 lots 









With Your Free 
Ad Imprint Up 
To 4 Lines 


Sample Set $1.00. 
PRICES PER ar _— IMPRINT: 

Quantity 25 | 100 | 250 

Each .75 | -70 ; 65 | .60 

Also available without imprint, prices on request 


OTTO GRUENHUT PEN CO. Dept. BCH 
yan) Broadway, New York 7, N. Y. 





DO YOU 
NEED- 


Mail-EEZ Style 
passbooks and envelopes 


FOR SAVE BY MAIL 

















tion of authority with a minimum o?! 
confusion and delay. 

“Banks withéut distant branches 
should explore the possibilities of an 
understanding with one or more cor- 
respondent banks in other areas to 
render assistance by furnishing per- 
sonnel in time of emergency; that is, 
in the event one institution was badly 
stricken as a result of enemy attack, 
its counterpart by previous agreement 
would supply certain key manpower at 
the top level to aid the stricken bank in 
getting back into operation at an alter- 
nate location, if necessary,” advises 
the booklet. “Other possible arrange- 
ments may suggest themselves to 
those formulating the plans. Since 
there is no way of knowing in advance 
who might survive an attack, steps 
should be taken by each bank, to the 
degree possible, to assure the avail- 
ability of personnel having the neces- 
sary authority to cope with extreme 
emergencies.” 

A separate section on alternate 
headquarters outlines factors to be 
considered in selecting the relocation 
site. Accessibility to contemplated op- 
erating personnel, availability of liv- 
ing and working quarters, transporta- 
tion and communication facilities, 
proximity to another bank, and avoid- 
ance of proximity to military posts or 
potential strategic targets are points 
covered. 


HE fourth study, Physical Proper- 

ties, notes the importance of build- 
ings, vaults, and outside storage facil- 
ities or relocation sites in the preser- 
vation of a bank’s physical assets, rec- 
ords, cash and securities. 

Put-away procedures should be de- 
veloped in the various areas of the 
bank with the objective of providing 
the maximum safety for the bank’s 
assets and vital records. To facilitate 
prompt action, the booklet suggests 
that banks should operate with a mini- 
mum exposure to cash and securities 
outside the vault, and train personnel 
in the steps to be taken to protect 
working records in the event of an 
alert signal. 

Duplicate or Alternate Records, the 
fifth study in the series, points out 
that the express purpose of the rec- 
ords retention program should be to 
provide an independent means of 
reconstructing the bank’s asset and 
liability position, and its account re- 
lationship with customers, thus fur- 
nishing surviving or successor mal- 
agement with sufficient information 
to continue operations. 

It suggests that banks review their 
various records and make provisions 
for safeguarding any that are essen- 
tial to get back into operation. To as- 
sist banks in determining what rec- 
ords should be duplicated, dispersed 
or put into vault storage, the booklet 
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contains a_ schedule of principal 
records which are categorized as “es- 
sential’ or “desirable’’. 

The essential list includes such 
items as ledgers, stop payment orders, 
invoices, accrual records, postings, 
trial balances, etc., while desirable 
records include bank call reports, 
monthly reports to directors and of- 
ficers, and the like. The latter are con- 
sidered secondary in nature, but con- 
tain information that would facilitate 





the bank’s task of reconstruction. 

Another section of the booklet out- 
lines procedures to be taken for in- 
tecrating the use of carbon copies 
and duplicates of bank records into a 
retention of essential records pro- 
gram. This chapter details steps to be 
used in current operations to speed 
the reconstruction process, if it ever 
becomes necessary. 

Single copies of the booklets have 
been mailed to the head office of every 





bank in the country. The Banking 
Committee on Emergency Operations 
urges bank managements to study 
them carefully and begin their emer 
gency preparedness programs as soon 
as they can. 

Banks requiring extra copies of the 
booklets may obtain them from the 
Banking Committee on Emergency 
Operations, 200 Madison Avenue. New 
York 16, New York. There is a charge 
of 50 cents per copy. 


BANKING'S STORY PRESENTED 


CONTINUED FROM PAGE 41 


to a factory through bank financing, 
an irrigation system, financed by the 
bank, adds to farm: production, and a 
second bank loan finances a flock of 
sheep for the farmer. The commentary 
also explains the workings of a bank’s 
checking accounts and the protection 
afforded the depositor by the Federal 
Deposit Insurance Corporation. 


MORE Checks 


~ are sorted 
FASTER 










No. 2213 
Bank 
Sorter 


BANK CHECK SORTER 


Get rapid, accurate sorting with post- 
and-file single or dual posting methods. 
Our forty years experience fulfilling your 
needs in all phases of check handling 
assure you of a best quality sorter—all 
of the operator designed features to 
improve your sorting efficiency. A com- 
plete line of Kohlhaas Sorters is avail- 
able at leading bank supply and office 
equipment firms. 

See your local dealer today . . 
descriptive literature. 


« or write for 


8012 S. Chicago Ave. 
Chicago 17, Ill. 


the KOHLHAAS co. 








Why Pass Up Extra Commissions? 


Leading passbook manufacturer now has sev- 
eral territories open for aggressive men call- 
ing on banks to sell all types of passbooks 
and pocket check covers. Commission basis. 


WILLIAM EXLINE, INC. 





1270 Ontario Street @¢ Cleveland 13, Ohio 












In eight short minutes, Nashville 
citizens could tell more about how 
banking effects their city than if they 
had read thousands of printed words 
on the same story. 

The model city represents 300 acres. 
In this area are 80 people, 110 vehicles, 
57 buildings, 250 trees, a working 
train, a water tank and two bridges. 
The display space is air-conditioned 


———, and the spotlights, speakers, recorders, 


and the 380 six-volt bulbs that light 
the city are powered by a separate 
generator. Outside of the truck, a me- 
chanical “barker” welcomes visitors 
to the exhibit, and a collection of 
checks signed by famous people is 
mounted next to the aerial photo- 
graphs on the truck’s side. 
Following the busy mid-week visit 
of the traveling show to Nashville, 


H. D. Hand, president of The United 
Banking Company, had this to say: 
“The Magic City was considered by 
us to be highly educational and very 
impressive in the field of banking and 
public relations. We feel that the 
banks in Georgia are taking the lead 
among the larger banks in the nation 
in supplying excellent bank service for 
their customers.” 

The welcomed acceptance of the 
unique exhibit in Nashville was re- 
peated in 21 other South Georgia com- 
munities in the first two months of the 
schedule. During this time, 38,580 peo- 
ple filed through the trailer. The 
schedule is booked through November. 

Thirty-two people can watch the 
show at a time, and under normal 
usage, 120 people can view “banking’s 
story” every hour. 


IMPROVED LIVESTOCK FARMING 


CONTINUED FROM PAGE 44 

to promote the use of good bookkeep- 
ing in our community’s cattle feeding 
operations. Actually, there is a consid- 
erable body of local opinion that holds 
there has been more good accom- 
plished by the contest in teaching the 
parents to keep records than has been 
attained by the show itself. 

After almost a decade of these proj- 
ects, we are beginning to get results 
that are tangible and measurable. For 
example, several of the 1957 contest- 
ants have been in every show, start- 
ing at age 10 and now running out 
their eligibility. Many of the parents 
accept the youngster’s feed repay- 
ment solemnly, then quietly put it in 
a special savings account for the 
child’s subsequent use, while encour- 
aging him to put his net profits into 
a savings account of his own. There 
have been contestants who went to 
college on the money in their savings 
accounts, which sometimes get up to 
pretty respectable totals. The kid who 
has banked his profit for ten years 
has in the neighborhood of $2,000, 


even if his parents contributed noth- 
ing to his savings. That is a nice nest- 
egg for a college education at the 
state agricultural college. 

Also, we have already had a couple 
of contest veterans come in, aged 18 
or 19, to see about getting a start as 
independent farmers, or else as part- 
ners of their fathers. In today’s cir- 
cumstances of high investment re- 
quired for mechanized farming even 
as a tenant, the rural youngster with- 
out money or parental backing is in a 
pretty hopeless spot. But when a boy 
comes in owning $2,000 cash, he is 
ready for us to talk business with. 
That means one more solid young cit- 
izen retained here in our local agricul- 
tural economy. 

In summary, it might be suggested 
that our experience indicates there 
are still opportunities for a bank to 
upgrade its farming community even 
when and where the best type of farm- 
ing and farm practices are already 
general. Certainly our town, our bank, 
and our farmers have all prospered by 
reason of our efforts in this direction. 
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Wonder 
of the World 


The Ida Cason Callaway Gardens in western Georgia is 
a non-profit 2,500-acre paradise of tall trees, cool lakes, 
wildflowers and sunshine. 25,000 people, motoring an 
average distance of one hundred miles, find beauty here 
on a sunny weekend. They boat and they swim. They 
bask on clean white sand—19,000 tons of it, hauled in to 
carpet a crescent of lake shore. They play golf, they pic- 
nic and they stroll along miles of flower-studded paths. 

One project now under construction is the open-air 
dining pavilion, shown in the drawing. The pavilion 
will be beautiful and amazing, because the giant, con- 
crete-covered umbrellas seem to be engineering impossi- 
bilities. They are designed not only to be uniquely 
beautiful, but to serve pleasure seekers for generations to 
come. And to be sure that they do, they will be built of 
USS steel and Universal Atlas cement for exceptional 
strength and durability. 
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United States Steel 


TRADEMARK 








Bronze statue by Henry Kirk Brown, erected in 1874, was cast in css an from cannon captured in Mexican War. 


In Washington, D.C., we've 


ae Take, for example, General Winfield Scott, 
affectionately know nas “Old Fuss and F -eathers.” 


We reproduce his likeness here from the statue 
in Scott Circle — his scowling but res plendent 
gaze fixed forever on the W hite Ilouse, a few 
blocks south on 16th Street, and the Washington 
Monument in the background. 


Scott earned his greatest fame as commander- 
in-chief during the Mexican War of 1846-1848. 
We're not certain whether he was aware of it, 


‘ >: . . 
but Corcoran @ Riggs — our name in those 


Check drawn by General Winfield Scott, 


made payable to his own initials. 
Wraokinglon’ 
LIGGS. 
CORCORAN &! oP beare? 
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hearers 
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Ollie Atkins 


known just about everybody: 


. Treasury Bond 
issue offered to defray the cost of that war. 


days —_ purchased an entire eS Ss 


At Ri ges Bank we lilee to recall those simpler 
days when one bank could muster resources 


adequate to purchase an entire war issue. 


Today at Riggs, more than a century later, 
you will find modern methods plus a plentiful 
remainder of the old-fashioned, personalized 
service which characterized our Bank in the 
days of General Scott. 


The RIGGS 


NATIONAL BANK 


of WASHINGTON, D.C. 


FOUNDED 1836 © LARGEST BANK IN THE NATION'S CAPITAL 


Member Federal Deposit Insurance Corporation 


Member Federal Reserve System 





